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Russian rubles 


IGHT years ago one Russian ruble 

was worth fifty cents—in New 
York, Hongkong, or Moscow. What 
would a truckload of rubles bring on 
any market today P 


Eight years ago an American dollar 
was worth a dollar. Today it is still 
worth the same old dollar. Eight years 
can make a tremendous difference, or 
they can make no difference at all. 


Take a sheet of “Armco’”’ Ingot 
Iron. You can count on it to stand up 
on any job, because years of service 
tests have proved that it will resist rust, 







F fer the lot 


how much gas 





and U.S. dollars 


the common enemy ofall iron and steel. 


Every sheet of ‘‘Armco’’ Ingot Iron 
that leaves the mill, just as every 
dollar that leaves the U.S. Mint, must 
come up to certain definite specifica- 
tions. Every sheet is made to the same 
standard. 


‘‘Armco’’ Ingot Iron is soft enough 
to work into form easily and quickly 
—strong and tough enough to bear the 
strain of working. 


Why stock up on Russian rubles 
when American dollars are on the 
market? Use ‘‘Armco’’ Ingot Iron. 


THE AMERICAN ROLLING MILL COMPANY, Middletown, Ohio 





We 
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Resists Rust 
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Install ZINC and eliminate replacements: 
Replace with Zinc that never needs repairing 


Here are two sections of spouting from the same house. One 
is of commonly used material. The other is zinc. The former 
had to be replaced several times in the 20-year period, while the 
initial installation of Zinc has remained in perfect condition. 


Leaders, Gutters, Mitres, Valleys, Flashings, and Roofing 
Trim made from 


HORSE HEAD 
ROLLED ZINC 


embody these 10 preferential 
features: 


1. Zine cannot rust 

2. Zinc will last indefinitely 

3. Zine is self-protecting 

4. Zinc does not require painting 

5. Zinc’s color is attractive 

6. Zinc blends well with architectural 
practice 

7. Zinc does not stain surfaces 

8. Zinc eliminates replacement costs 

9. Zinc is least expensive of all durable 


materials 
10. Zinc assures economy of roof upkeep 





Ordinary Material Send for our booklet Zinc after 


5 years old ‘Building for Permanence’’ 20 years 


THE NEW JERSEY ZINC COMPANY 
160 Front Street (Established 1848) New York City 


CHICAGO: Mineral Point Zinc Company SAN FRANCISCO: The New Jersey Zinc Sales Co. 
PITTSBURGH: The New Jersey Zinc Sales Co. CLEVELAND: The New Jersey Zinc Sales Co 


New Jersey 
ZINC 


The World’s Standard for Zinc Products 
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BEST SERVICE TO PUBLIC PAYS BEST 


In this world of keen competition and busi- 
ness envy, there exists a proneness on the part 
of the little fellow to assume that the big fel- 
low wins by his very bigness—that “nothing 
succeeds like success” and that once having 
achieved the peak of prosperity the big busi- 
ness rolls along by its own inertia. 

This pleasant theory would be harmless 
enough, if true. The long line of commercial 
wrecks which bestrew the pathway of amaz- 
ing industrial progress of the United States 
disprove it. 

For it should be remembered that while 
concerns considered large 40 years ago are 
now gigantic corporations, in doing so they 
have outstripped other concerns and _ busi- 
nesses of even greater standing and more 
ambitious future. 

Is there any difference, then, in building 
success for the small merchant and small man- 
ufacturer, than in sustaining the success of 
the concern which has “arrived” and, even of 
expanding it. We think not. We believe the 
same principles of commercial growth are fun- 
damental regardless of the size or station of 
the concern. 

American Artisan and Hardware Record 
believes that the “secret” of this progress has 
been enunciated by the Standard Oil Company 
(Indiana), as expressed in the editorial we 
quote here. Incidentally, Standard Oil Com- 
pany (Indiana) nor any other of the Standard 
Oil companies are advertisers in nor do they 
bear any other influence on this publication. 


‘ 


But we confess our faith in this business ser- 
mon, and its general applicability in all lines 
of business: 

“Consumers buy petroleum products from 
the company which serves them best. The 
Standard Oil Company (Indiana) has suc- 
ceeded notably because it has given notable 
service. 

“First on the efficiency chart comes quality 
of product. To maintain this quality there 
has been organized modern laboratories where 
every product is chemically tested for the 
service it is designed to render. High quality 
once achieved is made a standard from which 
deviation is never permitted. 

“Sales and distribution also are organized 
to produce maximum results at minimum ex- 
pense. This assures the consumer a depend- 
able supply, and it guarantees that when he 
buys a Standard Oil Company (Indiana) prod- 
uct he is paying only a fair and equitable price 
for which he receives full value. 

“Every factor entering into the Standard 
Oil Company (Indiana) business, from the 
purchase of crude, its transportation to the 
company’s refineries, its manufacture into a 
large number of useful products, its distribu- 
tion through an intricate network of main 
and sub-storage depots, tank wagons, and 
service stations, is developed with a single eye 
to serving the public. 

“Experience has proved that the most profit- 
able business accrues to that organization 
which serves the public best.” 
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Random Notes and Sketches. 


By Sidney Arnold 

















On November 15th, my good 
friend E. A. Stowe, “the grand old 
man of Michigan,” celebrated his 
39th anniversary as editor and 
chief executive of the Michigan 
Tradesman, with an issue of eighty 
pages and cover. 

I have known Mr. Stowe nearly 
twenty years, have bought advertis- 
ing space from him, visited with 
him, argued with him, and at all 
times I have found him to be a man 
with firmly established, sound busi- 
ness principles, ready to battle for 
what he thought was right—a fine 
friend and hard but fair opponent. 

Sometimes I admit he was wrong, 
but if and when you were able to 
convince him he ‘was always willing 
to admit his error. 


That is why Mr. Stowe has built 
up a trade paper which is unique in 
appearance, in contents and in the 
fact that it is highly successful as 
a profit producer. He serves his 
clientele well. 

x * * 


Thomas I. Peacock, President of 
the Salesmen’s Auxiliary of the 
Michigan Sheet Metal and Roofing 
Contractors’ Association, was a 
visitor at my office the other day. 

Tom has a great circle of ac- 
quaintances among the furnace in- 
stallers in the land of the Wolver- 
ines. 

* * * 

I enjoyed a pleasant visit with 
Dr. John P. Wagner, President of 
the Success Heater and Manufac- 
turing Company, and his new sales- 
manager, L. G. Colburn. 

From what they said I am in- 
clined to believe that the name 
“Success” is going to be found on 
a great many warm air furnaces that 
will be installed in 1923, and still 
more from then on. 

* * * 


Irving S. Kemp, who recently be- 
came vice-president of the Evans- 
ville Tool Works, was invited by 
Henry Karges, of the Indiana Stove 


Works, to go with him to the mu- 
nicipal court one day when Henry 
had to look after the interests of one 
of his colored employees. 

The following conversation took 
place between the judge and the 
prisoner : | 

‘“Where were you born?” 


“Memphis.” 

“And were you brought up 
there?” 

“Yes, Yo Honah, ve’y often.” 


* ok K 


Every year at this time, the Chi- 
cago Tuberculosis Institute makes 
an appeal to its friends asking them 
to purchase and use Penny Christ- 
mas Seals, and I am glad to help 
this worthy cause, not only by pur- 
chasing a goodly number of stamps, 








FOR HEALTH 





1922 Christmas Seal. 


but also by asking my friends 
among the readers of AMERICAN 
ARTISAN to do their share. 

To show how much can be ac- 
complished by the hearty coopera- 
tion of the public, I am only going 
to cite the fact that from the con- 
tributions received by the Institute 
during the 1921 Christmas Seal 
campaign, public health nurses have 
been employed, tuberculosis clinics 
and inspection of school children 
and health centers have been main- 
tained. 

During December these Christ- 
mas Seals will be sold. Many will 
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be sent through the mail to pro- 
spective buyers and department 
stores and other business places will 
have them for sale. 

When they appear, dig down in 
your pocket, Friend Reader, and 
buy enough to last for your corre- 
spondence during the entire month 
of December. 


You will be helping a very 
worthy cause. 


K * * 


Whenever I meet “Judge” Gross- 
cup—be it “on the road” or at the 
Hardware Club of Chicago, he 
usually inveigles me into a game of 
rotation pool, ard sometimes he 
beats me. 


The other day he sent me a clip- 
ping announcing that a Bohemian 
pool and billiard expert had arrived 
in this country on an exhibition 
tour. The heading of the clipping 
bore a supposed reference to me, 
but I am going to bet the Judge the 
price of one of his Anchor brand 
wringers that this same professional 
would never dare to try to make 
any of the fancy shots he executes 
when he beats me. 

x * * 


The Old Pacer. 

I’m just an old horse 
But I’ve had my day, 
Now I work for a farmer 

Drawing sweet hay. 


Once I was proud 
And paced the track! 

Ahead of all others 
Alack, alack! 


Here on the farm 
I simply live, 

And watch the steel nags 
Trouble give. 


But—sometimes 

I would like once more 
To hear the cheers 

As in days of yore. 


And feel the bit, 
The tang of the air 
And the voice of the boy 
With the tangled hair. 
—Carlotta Bonheur Stearns. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Buildings. 


Western Warm Air Heating 
Meeting to Be December Sixth. 


The date of the annual meeting 
of the Western Warm Air Furnace 
& Supply Association has been 
changed to December sixth, the first 
session being called to order at ten 
o’clock in the forenoon. The meet- 
ing place is at the Hotel Sherman, 
Chicago. 

President R. W. Menk states that 
members and others who may wish 
to attend can secure round trip tick- 
ets from all points in lowa, Minne- 
sota and Missouri at the rate of 
one and one-third fare, on account 
of the International Live Stock 
Show. 





How These Merchants Keep 
Christmas Trade at Home. 


The merchants of Grimsbay, On- 
tario, all combined to prevent most 
of the Christmas gift business from 
going to Hamilton, the nearest large 
city, by a series of seasonable attrac- 
tions, the chief of which was a Com- 
munity Christmas Tree. This beau- 
tifully decorated tree stood in the 
heart of the town, and all sorts of 
publicity was resorted to in order 
to bring the greatest crowds to 
Grimsby on the Saturday before 
Christmas. 


The preliminary event was a 
Christmas parade, with Santa Claus, 
who beamed on the crowd that lined 
the streets, riding in a gorgeously 
decorated motor car. A boy scout 
band preceded Santa’s car, with 
more boy scouts marching alongside 
the automobile. The parade con- 
cluded before the Community 
Christmas Tree, before which a 
large and enthusiastic crowd gath- 
ered. Bags of candy were handed 
out to the kiddies, with inexpensive 
gifts for the grown-ups. More ex- 
citement was provided by the re- 
leasing of fifteen balloons from a 
tall building. Attached to each bal- 


loon was an order good for a free 
chicken, goose or turkey. A scram- 
ble ensued for the balloons, which 
flew all over the town. This cooper- 
ation served to keep the people in 


the town on the busiest day of the 
year, and all of the Grimsby mer- 
chants experienced heavy sales so 
that all their efforts and donations 
were really worth while. 


Chicago Public School Class Rooms Are Kept 
at 68 Degrees With 40 Per Cent Humidity. 


Chief Engineer John Howatt Describes System by 
Which Proper Amount of Humidity Is Maintained. 


O many inquiries have been re- 

ceived regarding humidity in 
our classrooms and its effect on 
comfort conditions that a discus- 
sion of the fundamental facts about 
humidity in the air insofar as it 
affects ventilation, may be of in- 
terest. 

Just what humidity means in ven- 
tilation work may be had by con- 
sidering the average Chicago con- 
dition. The outdoor relative hu- 
midity in Chicago is comparatively 
high, averaging between 60 and 70 
per cent. The local Weather Bu- 
reau Office takes three humidity 
readings daily: one at 7 a. m., one 
at noon, and one at 7 p. m. Ordi- 
narily the relative humidity is high- 
est in the morning, is lowest at noon, 
and rises again toward evening. The 
average outdoor temperature in Chi- 
cago during the winter season in the 
day time is 20 degrees. Assume, 
therefore, an outdoor temperature 
of 20 degrees and an outdoor rela- 
tive humidity of 50 per cent; at 20 
degrees temperature a cubic foot of 
air is capable of holding 1.2 grains 
of moisture; at 50 per cent relative 
humidity, therefore, it will have 0.6 
grains of moisture. This cubic foot 
of air is taken from outdoors into 
the heating and ventilating system 
at one of our school buildings and 
delivered into a classroom with a 
temperature of 70 degrees. If no 
additional moisture is added to that 
cubic foot of air it will still have 


its 0.6 grains of moisture, but it 
will have a temperature of 70 de- 
gress instead of 20 degrees. The 
capacity of air for holding moisture 
increases very rapidly with an in- 
crease in temperature, so that a 
cubic foot of air at 70 degrees in- 
stead of having a fifty per cent 
relative humidity when it contains 
0.6 grains per cubic foot would have 
less than 10 per cent relative hu- 
midity. A cubic foot of air at 70 
degrees holds 8 grains of moisture 
at saturation; we attempt to main- 
tain forty per cent relative humid- 
ity in our classrooms, so that at 70 
degrees temperature and 40 per cent 
relative humidity each cubic foot of 
air will contain 3.2 grains of mois- 
ture; we had 0.6 of a grain brought 
in with the outdoor air so it is nec- 
essary to artificially add the dif- 
ference between 3.2 and 0.6 or 2.6 
grains of moisture per cubic toot 
in order to provide a 70 degrees 
temperature and 40 per cent rela- 
tive humidity condition. We are 
conditioning and handling in this 
way approximately ten million cubic 
feet of air in the Chicago public 
school system every minute from 7 
o'clock in the morning until 3 
o’clock in the afternoon every day 
of the heating season; that means 
a total of twenty-six million grains 
of moisture must be added every 
minute under the conditions out- 
lined. Approximately one million, 
five hundred thousand grains of 











14 AMERICAN ARTISAN AND HARDWARE RECORD 


moisture are discharged every min- 
ute from the lungs of the four hun- 
dred thousand public school chil- 
dren ; that leaves about 3,500 pounds 
of water vapor, that must be added 
to the air in the ventilating system 
by other means. This is but one of 
the jobs of the engineer custodian 
at a school building. The condi- 
tioning of this volume of air re- 
quires the combustion of a great 
deal of fuel—approximately 150,- 
ooo tons every season—but if the 
conditions in our classrooms are 
healthful, I believe the money spent 
in this way is money very well 
spent. I know that the air condi- 
tions in our school rooms are far 
superior to those in the average 
home or steam heated apartment. 
We attempt to maintain a temper- 
ature of 68 degrees with a relative 
humidity of 40 per cent in our class- 
rooms during the winter season. 
There has been some question raised 
as to why we have established this 
temperature and relative humidity 
as a standard. A number of years 
ago John W. Shepherd, assistant 
principal of the Chicago Normal 
College, conducted a series of ex- 
periments and tests, using as sub- 
jects a large number of pupils of 
the beginning high school age. A 
standard Chicago classroom was 
used in conducting the experiments, 
and usual classroom work was done 
throughout the period of the tests. 
Temperature and relative humidity 
were varied, the different subjects 
indicating at what points they felt 
too cold, at what points they felt 
too warm, and at what points they 
felt comfortable. ._These points 
were plotted on cross section paper, 
anda curve drawn through the av- 
erage of the points indicating the 
condition too warm, a similar curve 
indicating the condition too cold, 
and a third curve midway between 
the other two indicating an average 
condition of comfort. On this 
chart, under winter conditions with 
the ordinary winter clothing worn 
and ordinary classroom work being 
done, it was shown that the average 
comfort curve crosses the 40 per 
cent relative humidity line at a 
point opposite a temperature of 68 








degrees dry bulb. This comfort 
curve shows that the temperature 
must be increased with a decrease 
in the relative humidity, and vice 
versa. The demonstrations showed 
too that it is impossible to have an 
agreement among any group of per- 
sons upon just what temperature 
and what relative humidity are the 
most comfortable; some of the sub- 
jects want a temperature warmer 
than that indicated by the comfort 
curve while some others a temper- 
ature lower. It is, of course, im- 
possible to carry 40 different tem- 
peratures in a classroom to accom- 
modate the 48 different occupants. 
We are compelled to carry a tem- 
perature which seems to be most 
agreeable to the greatest number. 
It is evident, therefore, that no mat- 
ter what temperature or relative hu- 
midity is carried in a classroom 
some in the room will not be satis- 
fied with it. 

The experiments and demonstra- 
tions started by Professor Shepherd 
were considered at a number of 
meetings by the Chicago Commis- 
sion on Ventilation and later by the 
Chicago Board of Health. The 
Board extended the tests so as to 
include workers other than those in 
school and developed a series of 
curves showing the results of their 
experiments and demonstrations. It 
was found that the effect the rate 
of air movement has upon the com- 
fort conditions, and also that the 
nature of the work is a factor that 
must be considered. It is found 
that older persons demand higher 
temperatures than persons of school 
age; children are comfortable ap- 
parently at a somewhat lower tem- 
perature than are adults. We have 
suspected for some time that com- 
plaints of cold rooms originate fre- 
quently with the teacher rather than 
with the pupils, and that the teacher 
is using her own feeling of comfort 
or discomfort in arriving at a basis 
for her complaint. 

Studies of comfortable classroom 
temperatures indicate that the wet 
bulb temperature should govern 
rather than the dry bulb. The ther- 
mostats on the market are all gov- 
erned by dry bulb temperatures, the 
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relative humidity having nothing to 
do with their action. If a practical 
wet bulb thermostat is developed, 
it will improve the automatic con- 
trol of comfort conditions in a 
marked degree. 


In considering the humidification 
of air in our classrooms, a word on 
the method of humidification may 
be of interest. In any central sys- 
tem of ventilation, such as is used 
in our school system, a central sys- 
tem of humidification is the sim- 
plest. There are three central sta- 
tion methods of introducing mois- 
ture into the air in common use. 
First, by means of an air washer. 
When an air washer is used in con- 
nection with a ventilation system 
the amount of moisture which will 
be picked up by the air passing 
through the air washer spray is de- 
termined somewhat by the temper- 
ature of the air washer water. 
Steam coils in a hot well or air 
washer tank are controlled by a 
diaphragm valve which governs the 
flow of steam and the temperature 
of the water used in the air washer. 
If the humidity in the room be- 
comes too low, the valve supplying 
steam to the coils in the air washer 
tank is opened, the air washer water 
temperature is raised, and a larger 
amount of water vapor will be 
picked up by the air in passing 
through the spray. When the hu- 
midity becomes excessive the dia- 
phragm valve is closed and the air 
washer water is cooled off with a 
reduction in water vapor picked up 
by the air. The second method of 
humidification consists of open 
pans in the ventilating chamber in 
which the water is boiled by means 
of high pressure steam coils. The 
rate of boiling of the water, which 
determines the rate at which the 
vapor will be given off, is controlled 
by diaphragm valves and humidi- 
stats the same as in the air washer 
type of humidification system. This 
has the advantage of always dis- 
charging pure water vapor in the 
air. The system used in the Chi- 
cago public schools consists of the 
injection of water vapor direct into 
the air chamber by means of per- 
ferated steam pipes, the supply of 
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steam to them being’ controlled by 
a diaphragm valve just as in the 
other systems named. This is the 
simplest and most direct method 
of adding moisture to the air and 
is not objectionable where water is 
pure as it is in Chicago and where 
boiler compounds giving steam un- 
pleasant odors are not required in 
connection with boiler plant opera- 
ition. 

A number of school principals 
have asked how they can determine 
the relative humidity in their 
school building. They are not sat- 
isfied with the statement of the en- 
gineer that the relative humidity is 
40 per cent; they want to be shown 


or to be put in a position where , 


they can determine it for them- 
selves. Unfortunately there is no 
direct reading instrument on the 
market for this purpose which can 
be depended upon. The sling psy- 
chrometer consisting of two ther- 
mometers, the bulb of one being 
covered with moist wicking, the 
bulb of the other being dry, is the 
most accurate instrument for -test- 
ing relative humidity and is, in fact, 
the only instrument that can be de- 
pended upon. To use the sling 
psychrometer it is whirled in the 
air a few moments and the reading 
of the wet bulb and dry bulb ther- 
mometers noted; the difference in 
the reading of these two thermom- 
eters determines the relative humid- 
ity. Relative humidity tables which 
were originally prepared by the 
United States Government are used 
in conjunction with the sling psy- 
chrometer, and from these tables 
the relative humidity correspond- 
ing to each degree difference in 
reading between the wet and dry 
bulb thermometers at each dry bulb 
temperature can be obtained. Of 
course it is possible to purchase in- 
dicating hygrometers in a depart- 
ment store at the same counter that 
home barometers are sold, at prices 
from one dollar each up. There is 
no objection to any principal buy- 
ing these instruments if they are 
bought for the purpose of taking 
them apart to see how they are con- 
structed, but if they are purchased 
for the purpose of checking up the 
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relative humidity in the classrooms, 
money spent in that way will be 
wasted because of the frequent set- 
ting and calibrating which these 
hygrometers require in order to re- 
cord as accurately as they should. 
An instrument that is not correct is 
worse than none at all. 

A practical indication of the rela- 
tive humidity in a classroom is the 
moisture precipitation on the win- 
dows. With a relative humidity of 
40 per cent and a classroom tem- 
perature of 68 degrees, a moisture 
precipitation should take place on 
the window panes when the outside 
temperature is 20 degrees or less. 
In fact it is moisture precipitation 
on windows and outside walls that 
limits the relative humidity in class- 
rooms from a practical standpoint 
to 40 per cent. Experience has 
shown us that if the humidity is 
carried any higher there will be an 
excessive moisture deposit on out- 
side walls and windows which ruins 
decorations and is otherwise ob- 
jectionable. 

Temperature and relative humid- 
ity have been considered here only 
from a comfort standpoint, but 
medical authorities have made ex- 
tensive studies and report that the 
health curve follows very closely the 
comfort curve. I am of the opin- 
ion that when the outdoor weather 
conditions will permit it a relative 
humidity higher than 40 per cent 
would be more healthful. When 
air is drawn into the lungs it passes 
through a rather complete air ster- 
ilization system; it first encounters 
moist hair in the nostrils which 
stops all of the large particles float- 
ing in the air; it is then carried 
through a tortuous passage, the in- 
ner surface of which is lined with 
moist mucous membrane. This 
membrane catches and holds all of 
the dust in the air. We know that 
most of the bacteria ride in the air 
on the dust particles; the bacteria, 
therefore, are held by this mucous 
membrane, so that expired air is al- 
most sterile and free from dust and 
bacteria. If the relative humidity 
is low the temperature has to be 
correspondingly higher for com- 
fort; this means that when air is 
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drawn into the nostrils the evapora- 
tion of moisture from the air pas- 
sage will be excessive, reducing the 
power of these membranes to hold 
the dust particles; an increase in 
temperature and lowering of hu- 
midity, moreover, result in an in- 
crease in the number of dust par- 
ticles. Therefore, the air passages 
have more work to do in the elim- 
ination of dust in the air and have 
their power to do it reduced. It is 
logical to assume, therefore, that a 
higher humidity up to a certain 
point is more healthful, but we are 
limited in the amount of moisture 
we can carry in the air in our class- 
rooms by the condensation on out- 
side walls and windows and by an 
unpleasant clammy feeling of the 
clothing. 





New Flexible Steel 
Furnace Cleaner Announced. 


The introduction of a new flexible 
steel furnace cleaner is announced 
by the Wegener Manufacturing 
Company of Indianapolis, and _ is 
expected to be of interest to the fur- 
nace trade in general. 

The new cleaner is described as 
having two spring steel straps, 
four feet long, with a disc that folds 
as the two-section handle is ad- 
justed. 

The disc is designed to operate in 
all makes and sizes of furnaces us- 
ing a hollow channel radiator, there- 
by making it unnecessary to carry 
more than one size. The disc 
proper is entered in the radiator 
edgewise, thus parting the soot as 
it is pushed half-way round; then 
handles are adjusted, which opens 
the disc, and on being drawn out 
the soot is removed. The cleaner 
operates, right or left handed. The 
disc is oval shaped with one side 
flat for radiators having flat bot- 
toms. 





Pioneer Furnace Manufacturer 
Passes Away. 

J. E. Snyder, Vice-president of 
the Hess-Snyder Company, Massil- 
lon, Ohio, manufacturer of stoves 
and warm air furnaces, died recent- 
ly at the age of seventy-seven. 
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“Successful Heating’ Preaches Better Ethics 





and Cooperation in Furnace Industry. 


Success Heater and Manufacturing Company Announces 
Policy of Fair ani Upright Dealing in Publication. 


66 ISREPRESENTATION of 
our products will not be 
tolerated—the good will of satisfied 
users is more important for a sub- 
stantial future than the big profits 
of many sales dishonestly made.”’ 
With this strong enunciation 
of policy, Successful Heating, the 
monthly house publication of the 
Success Heater and Manufacturing 
Company of Des Moines, Iowa, car- 
ries a new message of cooperation 
between manufacturer, dealer and 
user. The publication made its first 
monthly appearance in September, 
with this declaration from Presi- 
dent and General Manager John P. 
Wagner : 


“The Success Heater & Manu- 
facturing Company recognizing in 
the furnace industry a large field 
for public service, as well as for 
personal endeavor, propose that its 
foundation shall rest on sincerity, 
fraternity and fair dealing. We be- 
lieve that the dignity of this service 
demands those methods of adminis- 
tration and salesmanship which 
have become standardized in the 
trade ethics of other industries. 

“We therefore declare our pur- 
pose in placing before the public the 
merits of our own goods to avoid 
belittling our competitors or dispar- 
aging their products. 

“We acknowledge the moral re- 
sponsibility of our organization for 
the trade ethics of our employees 
and our duty to lead the way to the 
right and honest transaction of our 
affairs. 


“We pledge ourselves to test by 
these principles and daily conduct of 
our business.” 

The leading article is captioned 
“Build Your Business on the Basis 
of Knowledge,” being a plea for 


careful thinking on the part of the 
dealer and an offer of full sales as- 
sistance from the maker. 

The October issue carries an ar- 
ticle on 


“Plunder-Merchandising,” 


which it defines as merchandise “in 
which quality, workmanship, serv 
ice and satisfaction have been sac- 
rificed to create bargains.” 

“Goods Should Bear a Price Pro- 
portionate to Their Value,” argues 
another leading article, which de- 
clares: 


“There are different grades of 
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quality in nearly all materials, but 
when a buyer insists on or expects 
a high-grade quality at a low-grade 
price, he is at cross purposes with 
all the ethics and principles govern- 
ing business. 

“Price alone is not the deciding 
factor only as it is used as a measure 
of quality and results. 

“Goods sold at a low price are so 
sold not because the manufacturers 
are philanthropists, but because the 
measure of quality sets the stand- 
ard, and the prices asked are usually 
the ultimate of the great consuming 
public’s measure of quality.” 


Advertising Timed as Jack Frost Arrives 
Brings Furnace Sales and Repair Calls. 


Enterprising Firm Makes Unique Appea! 
for Buying Furnaces in Warm Season. 


HILE furnaces may be pur- 
chased and sold in most parts 
of the United States throughout the 
year, the dead of winter is least ap- 
propriate. The need of the furnace 
may be the most appealing at this 
season, and the decision to purchase 
may be made at this time, but it is 
hardly likely the installation will be 
made then. 
As the coal retailers of the coun- 


try have for years stressed the “Buy 
Your Coal Now” in the summer 
time, and thus equalize distribution 
and prices, so the furance dealers 
should impress their prospective 
customers to examine and buy in 
the warmer seasons. 

“Why Wait Until the Snow 
Flies?” asks Trotter’s, well known 
furnace dealers of East Liverpool, 
Ohio, in an interesting advertise- 











capacities. 





Dowagiac, Mich. crewa 


x ‘The First F rost of the Season 


Hit this vicinity last Monday night. 
age but it did bring a flood of i-quiries and gave our heating 
expert something to do demonstrating and explaining 


Premier Pipeless 


Measuring up houses and figuring air currents and cubic 
And it did emphasize the wisdem of getting in- 
stallations started early this season. 

Oe Ps The Premier Pipeless Furnace is the most modern and effi- 
cient of all rey systems. ee A today and 7; A 
lain why it is the most economical and in every way the mos 

{ PREYPIIER oe = ere heater you can put in your home. Our installing 

crews will soon be working overtime trying to keep up with the 


It didn’t do much dam- 


Furnaces 





To wait until the snow flies or the fall winds begin to how! is to invite siekness and discomfort. 
Don’t delay. If you can’t get in to see us, use the telephone and the expert will come to you, 
look your house over and tell you exactly what the heater kest suited to youn needs will cost 


ites TROTTER'S 


Chevrolet salesroom, corner Green Lane. and Smith Street. = evenings until 8:30. 
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Warm Season Furnace Selling Ad Prepared By Trotter’s, East Liverpool, Ohio, 
Dealer. 
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ment in the Evening Review of that 
city. 

This caption challenges interest, 
and the idea, as stated above is a 
good one. Continuing, the reader is 
invited to “make your personal in- 
vestigation now and prove to your 
own satisfaction that the Premier 
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your money goes farther when you 
invest in a Premier.” 

The ad, which includes a cut, is 
well balanced, but the “display” ap- 
pears in an inline type, when a bold, 
heavy type would have attracted 
and held the eye more effectively. 

This same timeliness and season- 








vest in a Premier. 








\ 


( Why Wait Until - 
| the Snow Flies? 





~ = ae 

PREMIER 
Dowagiac, Mich. 

The absolute smoke proof construction, the labor saving 


shaking device and other important features will convince 
*you. Come in ang see for yourself. 


Let us.explain why your money goes farther when you in- 


TROTTER'S 


Chevrolet Salesroom, corner Green Lane and Smith Street. 
L Open evenings until 8:30. J 


“\ 


Make your personal investi- 
gation now and prove to 
your own satisfaction that 
the 


Premier 
Is the Most 


Powerful 





Furnace 


Made 














Timely and Seasonal Furnace Selling Appeal. 


is the most powerful furnace made.” 
A glance at the reproduction of the 
ad will indicate that the latter part 
of the statement appears in display 
type. There follows these concrete 
suggestions : 

“The absolute smoke proof con- 
struction, the labor saving shaking 
device and other important features 
will convince you. Come in and see 
for yourself.” Let us explain why 





al appeal is to be found in the fol- 
low-up ad, which is also reproduced 
herewith. ‘The First Frost of the 
Season” is a catchy line and shows 
originality. The ad has a newsy 
slant, which is intriguing to the 
reader and leads him along until, 
with the nip of the frost in mind, 
he is ready to grasp the telephone 
and summon Trotter’s expert at 
once. 
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U. S. Warns Against Aluminum 
Paint on Radiators. 


A bulletin just issued by the Bu- 
reau of Standards, U. S. Depart- 
ment of Commerce, suggests a 
unique way to keep the inside of a 
tent cool, and also gives some inter- 
esting information on the use ot 
aluminum paint and its relation to 
heat radiation. The bulletin fol- 
lows : 


Some time ago the Bureau of 
Standards was requested by a 
branch of Air Service to devise a 
means for keeping the interior of 
balloon hangars at as low a temper- 
ature as possible. 


If the outside of the tent is cov- 
ered with a highly reflecting sub- 
stance, such as white paint, while 
the inside is covered with aluminum 
paint, the radiation into the interior 
of the tent may be reduced by at 
least 78 to 81 per cent. The reason 
why this method of painting has this 
desirable effect is that the white 
paint reflects the sun’s rays while 
the aluminum paint is a poor radi- 
ator of the long wave-length heat 
rays. Of course, it must be remem- 
bered that this scheme for painting 
tents would have just the reverse 
effect at night and would prevent 
the heat on the inside of the tent 
from escaping into the cooler air 
outside. 

At this time of the year no one is 
particularly interested in a means 
for keeping the inside of tents cool, 
but summer will come again and 
the means which the Bureau has 
devised for keeping out the sun’s 
heat from cloth-covered enclosures 
is of interest in any event. More- 
over, it has an equal application in 
just the reverse way in getting the 
greatest amount of heat from heat- 
ing appliances. 

This same work proves that alu- 
minum paint is the poorest possible 
kind of a coating for heat radiators 
in houses, at least from the point 
of view of obtaining the greatest 
amount of heat from a given sur- 
face, since the aluminum paint has 
a tendency to keep the heat inside 
and not allow it to escape into the 
rooin. 






















18 AMERICAN 


L. G. Colburn Is Sales Manager 
of Success Warm Air Heaters. 


L. G. Colburn, who is well 
known in the warm air heating 
trade, has been appointed sales man- 
ager of the Success Heater & Man- 
ufacturing Company, Des Moines, 
Towa. 

Mr. Colburn’s long experience 
in this field should make him a valu- 
able aid to President Wagner, who 
has sent the following announce- 
ment to the company’s salesmen: 


= 





L. J. Colburn. 


“This is to advise you that Mr. 
L. G. Colburn of Milwaukee has 
come with us in the capacity of 
Sales Manager, having assumed his 
duties on the sixteenth day of No- 
vember, 1922. 

“Mr. Colburn was formerly con- 
nected with the Meyer Furnace 
Company of Peoria, prior to that 
time with the Mueller Furnace 
Company of Milwaukee. 

“Your contact in the future will 
therefore be with Mr. Colburn and 
it is our sincere desire that you co- 
operate with him to your fullest ex- 
tent in promoting the Company’s 
best interests and we believe that a 
close faithful cooperation with him 
will reflect better sales results to 
our mutual benefit.” 





Allow Worn Out Heating 
Mains to Be Discontinued. 


In granting to the Southern IIli- 
nois Light & Power Company au- 
thority to discontinue service to 
certain hot water consumers on an 
outlying extension of the system, 
which had been unwisely made, the 
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Illinois Public Utilities Commission 
said that when the useful life of these 
outlying mains had expired, and the 
fixed charges on the cost of rehabili- 
tation could not be borne by the 
consumers connected thereto, except 
through prohibitive rates, it would 
not be fair or equitable, under ex- 
isting circumstances, to require 
other consumers to assume these 
fixed charges. 





Bad Ventilation Impairs 
Efficiency, If Not Health. 


“Although we find rules and reg- 
ulations being laid down for the 
ventilation of school houses,” ob- 
serves H. S. Taylor, chief engineer 
of the Management Engineering 
and Development Company, Dayton, 
Ohio, speaking before the recent 
Safety Congress, “no concerted 
movement has as yet taken place to 
so provide for industrial plants or 
other structures where the greater 
number of our male population and 
a fair proportion of the opposite sex 
spend their working hours. To be 
sure, the subject of ventilation is 
one of importance in many indus- 
tries, but study has been made and 
improvements perfected as an aid 
in the betterment of product, and 
not with the safety of the operators 
in view. 

“A man who works in a poorly- 
ventilated department,” continued 
the speaker, “is not at his best. 
Conditions may be such that they 
do not impair in any way his health, 
but at the same time they do impair 
his efficiency, and this impaired eff- 
ciency is a liability to the firm for 
which he works, and if this work- 
man is a machine hand, where at 
least normal precaution must be 
taken to prevent accident to himself 
or to fellow workmen, impaired eff- 
ciency must be a reaction of this 
man’s mental system, as well as 
physical, and with his mental sys- 
tem impaired, the quickness of those 
senses controlled directly from the 
brain that warn us of danger, fail 
at a critical time, and either a minor 
or major accident results.” 

The above outline was sketched 
to convey the principle that through 
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the health of the workmen we can, 
to a great extent, improve his 
chances of avoiding accidents. In 
other words, the better the health 
and thus the condition of the hu- 
man being, the more alert his senses 
are to the dangers surrounding his 
cecupation, dangers that might cause 
accident to him alone or to his fel- 
low workmen as well. 





Claims Welded Seams 
Positively Prevent Gas Leaks. 


The heavy steel furnace illus- 
trated herewith is similar to other 
steel furnaces except that it has all 
the seams welded by the oxy-acety- 
lene process. It is one of the new 
series manufactured by the Water- 
man-Waterbury Company, Minne- 
apolis, Minnesota. 

It is a heavy steel furnace similar 
in construction to steel furnaces that 
have been made for years past, ex- 
cept that this new Waterbury Fur- 





New Welded Steel Furnace Made by Water- 


man-Waterbury Company, Minneapolis. 


nace has all seams welded by the 
oxy-acetylene process. 

The manufacturers claim that this 
welded construction positively pre- 
vents the escape of gas, smoke and 
coal dust into the furnace casing 
during the life of the furnace body 
and thus positively eliminates one 
great objection to warm air heating. 

The Waterman-Waterbury Com- 
pany also announces the publication 
of a new booklet on heating entitled 
“Heating Facts,’ in which they 
have incorporated the latest accepted 
rules governing the installation of 
warm air furnaces, both pipe and 


pipeless. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


Patterns for Incline Branch. 

By O. W. Kothe, Principal, St. 
Louis Technical Institute, St. Louis, 
Missouri. Written especially for 
American Artisan and Hardware 
Record. 

In making branches for smoke- 
pipes the sheet metal worker should 
use the branch in this drawing in 


combined area of the branch pipe 
and the main. 

We first draw the plan view by 
describing the large circle in the 
center X, to suit the size of the 
main pipe, whatever that may be. 
Then extend from X a center line 
and describe the half section “A” 
for the branch pipe. Divide this half 
section in any number of equal parts 


points as 1’-2’-3’-4’. Then at any 
convenient place set in the tee, re- 
producing section “A” from plan 
and all its points and setting as sec- 
tion “B.” Now the angle of this 
branch as a center line 4-4”, can 
be made anything desired, or re- 
quired, but a 45 degree is generally 
considered the practice, and often a 
30 degree is preferable, because it 






























Pattern for ope ning 











Eleva tion 
| 








J 








3 Half section "A” 





3 
Half section “B” 





preference to the tee of the same 
diameter on a right angle, because 
here the flow of the air from the tee 
into the main pipe emerges without 
rebounding and causing considera- 
ble friction. But still as it is, this 
fitting does not yet allow for the 
increased area made by entering the 
tee branch, but this will not change 
the development, if a paper joint is 
added just before the tee is set in, 
so that the main pipe will have the 





Suggested Patterns for Incline Branch. 


and project lines back to intersect 
the large circle as in 1’-2’-3’-4’, etc. 
Observe how this treatment shows 
us how far the branch pipe sets over 
the main pipe, and how much lower 
each line drops from the center, as 
between 1’-2’-3’-4’, which gives us, 
you might say, the altitudinal spaces 
of how the lines from section “A” 
intersect the large pipe. 

Next draw the elevation of main 
pipe by dropping lines from all 


enables the air to merge with that 
of the main pipe with less friction. 
So from each point in the section 
“B” draw lines parallel to the cen- 
ter line 4-4” until they intersect 
lines from plan at similar number, 
as in points 1”-2’-3”-4"-5”, etc. 
This gives us the line of penetration 
between the branch and the main 
pipe. Notice that by considering 
this branch pipe in elevation as a 
pivot no matter in what angle it is 
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swung to, the lines from B will in- 
tersect those of plan, and this will 
cut off the tee lines and thereby 
make the intersection between the 
tee and the pipe. 

To set out the pattern for the 
branch extend a line 1-7 of eleva- 
tion indefinitely and on this line set 
the circumference for the branch 
pipe, picking the spaces from “B” 
and setting them off in numerical 
order. Then at right angles to this 
line, square out stretchout lines so 
that these lines are parallel with the 
center line of branch 4-4”. Next 
from each point in the miter line 
of elevation, square out lines until 
they intersect those in stretchout of 
similar number. Observe that we 


cut off the lines in pattern to suit 
the length of lines in elevation and 
that makes the pattern. Many work- 
men prefer to step them off with 
dividers rather than projecting them 
with a tee square or triangle. But 
this is optional as either method is 
satisfactory. 

In setting out the pattern for 
opening if this is desired, then no- 
tice that the branch fits over the 
main pipe equal to twice the dis- 
tance of 1’-2’-3’-4’ of plan and 
hence this must be cut out in order 
to permit the tee to fit on. So pick 
these spaces from plan and set off 
on a line as A-B to the left of eleva- 
tion as 4-4. Drop stretchout lines 
and then from each point in the 
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miter line project over points until 
they intersect lines in stretchout at 
similar number. Through these in- 
tersections sketch a uniform curve 
and you have the pattern for open- 
ing in pipe. 

The workman should observe 
when we speak of projecting lines 
until they intersect lines of similar 
number, we mean that line 2 of ele- 
vation must intersect with line 2 in 
plan, or line 4 in elevation must 
intersect with line 4 in pattern. We 
cannot mix our lines and having 
them intersect at random, because 
that would not make anything. In 
the working out of geometrical con- 
struction it is just the same as in 
mathematics as 2 x 2 make 4. 


E. E. Zideck Will Start New Series of Articles and 


Lessons on Auto Radiator Repair. 


This New Series Will Be in Form of Questions and 
Answers on Specific Problems in Practical Work. 


HE Radiator Repair articles by 

E. E. Zideck which were pub- 
lished in AMERICAN ARTISAN dur- 
ing the past year, found many at- 
tentive readers. Many sheet metal 
workers have written us for back 
copies of the paper, desiring to 
take up the repair lessons from the 
start. 

Many others have written asking 
for a continuation of the articles, 
saying that they have studied them 
and derived much instruction from 
them. 

But Mr. Zideck, having been in 
constant mail communication with 
the bulk of those reading his arti- 
cles, says that it is necessary to 
start all over again, as he feels that 
the method of imparting instruc- 
tion by means of general articles is 
not the best. 


So he has determined to conduct 
a regular lessons course in 


_ AMERICAN ARTISAN, asking ques- 
tions, and invites readers who care 
to write to answer the questions 
as best they know how, and have 
them corrected by him in subsequent 
issue of AMERICAN ARTISAN, 





The lessons will be printed in 
AMERICAN ARTISAN, one a week. 
Each lesson is accompanied by 
revelant questions which the stu- 
dent is urged to answer, preferably 
in writing. If he does so, and the 
answers are correct, he will have a 
few hundred answers in store, each 
one giving a short and precise in- 
formation to one or the other im- 
portant facts which it is desirable to 
know in radiator repairing, 


Those of the readers who are 
studying the subject with a view of 
perfecting themselves in the work 
of radiator repairing will do well 
if they will answer each set of ques- 
tions with each lesson, on paper, and 
mail it to the Radiator Repair Edi- 
tor, AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago. 


Mr. Zideck will examine each set 
of answers and reply to them in the 
next issue. Also, where advisable, 
he will write to the student directly 
and give such correct information 
as the student may want. 

By this method Mr. Zideck be- 
lieves to be better able to instruct 
(and the student to learn) than if 


he just wrote and the student just 
read in a general way about the 
things one must know in order to 
do good and remunerable radiator 
work. 

The first lesson will appear in 
the issue of December 2nd and will 
be followed by others regularly each 
week, 





Sheet Metal Workers’ Book 
Gives Home Instruction. 


A practical instruction manual 
for the apprentice, mechanic and 
master sheet metal worker, cover- 
ing the course of instruction given 
tc students in the sheet metal de- 
partment at the New York Trade 
School, is to be found in a new 
book, just off the press by William 
Neubecker, and edited by Frank X. 
Morio. 

The work includes detailed in- 
structions on cutting, forming, sol- 
dering, preparing full sized details 
from architects’ blue prints, devel- 
oping the patterns, laying out the 
work on sheet metal, forming and 
bending on the brake and setting 
the work together. | 
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The title of the book is “Home 
Instruction for Sheet Metal Work- 
ers.” It includes 33 chapters, most 
important of which are on skylight 
and louvre work, the subject being 
covered completely, including fiat, 
hipped and pitched skylights, sta- 
tionary and movable louvres, turret 
sash, gearing, etc. 

The work has over 400 pages, 684 
illustrations, is bound in cloth with 
15 folding plates bound separately, 
and may be had for $5, postpaid. 





Big Field for Sheet Copper 
in Modern Store Fronts. 

Carefully compiled statistics from 
all over the country indicate that 
approximately one-half of the 
rental of stores is based upon the 
amount of show window exposure. 

Spreading realization of this fact, 
which has its basis in the recognized 
advertising value of window dis- 
play, is causing shopkeepers every- 
where to avail themselves of every 
means of obtaining the greatest re 
turn from this valuable space. The 
copper store-front, better window 
lighting and carefully studied plans 
of window dressing have a_busi- 
ness-getting value that the modern 
retailer has been quick to see. 


The rust-proof properties of cop- 
per and its happy combination of 
strength with resiliency, have been 
the basis upon which a number of 
companies which specialize on store- 
front construction have developed 
products which are ingenious, uni- 
formly satisfactory, and at the same 
time not expensive. 

Aside from its attractive appear- 
ance, the copper store-front has 
made possible the utilization of 
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every square foot of building front- 
age for display purposes. It has 
eliminated shadows cast by bulky 
wooden supporting structures, and 
provides the maximum of daylight 
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The trend is stronger toward the 
copper front all the time. For in- 
stance, a recent survey in Yonkers, 
N. Y., shows that every store now 
construction in the 


in process of 








Before and After Effect. 


for display of merchandise both in 
the window and the store. 

An ingeniously planned copper 
store-front which is commanding 
constantly greater favor is the type 
shown in the illustration on this 
Instead of providing merely 
two display surfaces, one on either 
side of the doorway, this prevailing 
stvle makes possible the combina- 
tion of a spacious entrance way 
flanked by long and commodious 
display windows on either side. 


page. 


Double Deck Store Front and Display Windows, Frame Work Made 


territory visited is being equipped 
with copper fronts. On South 
Broadway in the last six months 19 
stores have been built. Every one 
of them has a copper front. 

The influence on copper con- 
sumption of this movement for bet- 
ter window display is only now 
becoming fully apparent. From the 
best statistics obtainable, this asso- 
ciation recently completed an effort 
te ascertain the quantity of copper 
used in store-front construction. 
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Two million pounds was found to 
be the average annual copper con- 
sumption for this purpose. 

So fast is the idea spreading, 
however, that this year one of the 
large companies which specializes 
on copper store-front work will 
alone use more than 2,000,000 
pounds of copper. On this basis, 
the consumption of copper this year 
for store-front construction will ap- 
parently be well over 4,000,000 
pounds. 





1922 Convention Committee 
Renders Final Report. 


From Joseph C. Gardner, Presi- 
dent of the Indiana Sheet Metal 
Contractors’ Association, the fol- 
lowing statement of receipts and 
disbursements in connection with 
the Eighteenth Annual Convention 
of the National Association of Sheet 
Metal Contractors and Third An- 
nual Convention and Exhibit of the 
Indiana Association, has been re- 
ceived, together with a report of the 
final meeting of the Convention 
Committee : 


Receipts. 
NID 6 nn cceeensnnen ct $5,742.50 
Registration and Banquet Tick- 
Sl viesuitedkieesasevaiabans 1,646.25 
Received from’ Jobbers and 


Salesmen’s Auxiliary ........ 400.00 
Received from Indianapolis Sheet 

Metal Contractors’ Association 200.00 
For Main Wiring and Current 


Charges from Exhibitors.... 85.02 
Miscellaneous Refund ......... 5.50 
$8,079.27 


We, the undersigned, have this 
day audited the above statement and 
found same to be correct. 

(Signed) : 
Cuarces E. HALL, 
AvBert H. Orr, 
WituiAM F. Laut, 
Auditing Committee. 
November 1, 1922. 


Disbursements. 

Cadle Tabernacle Rental....... $2,505.83 
DEE Acrcanadexasiee sees 179.00 
Ss EL hic be te aan decane ais 154.50 
ES Ey eer ee rer ree 242.00 
isc ik Sindee hese 6 aceite 255.00 
RAR IS area soe 101.73 
OEE ELE OES 123.61 
Stationery and Printing (Elec- 

ED ais i Sd araaun kal esa 260.36 
EE . ccktntndeensunda ts 18.66 
Stenographer and Multigraphic 

SI, (2 isis 5 acon Shlhaihalle ev Cale aa 166.30 
Office Rent (two months)...... 40.00 
Telephone and Telegraph 

EE -osa0cnenccacudbeents 38.25 
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Addresses by Judge Orbison 
and Mr. A. M. Hall.......... 50.00 
Labor (Watchman, etc.) Con- 
“| eres 99.80 
Lumber for Booths............ 68.80 
Auto Drive for Ladies (Enter- 
REO eran 28.89 
Theater Tickets for Ladies.... 37.25 
Hoosier Athletic Club Hall 
Rental (card party and dance) 70.00 
Prizes in connection with Card 
BE “nti ebidindwewinesadie 24.48 
Music for Card Party and Dance 75.00 
Banquet and Rental of Audito- 
rium at Athenaeum.......... 1,754.25 
EN 5 nr 40.00 
Vaudeville Entertainments 
(Tuesday and Thursday 
i -cctkenscedhthhones 746.00 
Expense in connection with 
Model Tin Shop............. 31.20 
Water, Cartersburg Spring Wa- 
lt Se ncn ceabuseses 54.50 
Trucking and Common Labor.. 93.20 
Chair Rental for Exposition 
DE oiscuterd wn wales caealanas es 20.25 
Smith Electric Company (Elec- 
BeRe WIE, « ensianacccsccscs 178.50 
Tanner & Company (Band 
OR eer 25.73 
7Standard Metal Company 
(Cond. Pipe, Elbows, etc.)... 500.00 
Miscellaneous Expense ........ 11.79 
OD GE TRI cnc ecccnecciss 84.39 
$8,079.27 


Report of Final Meeting of Convention 
Committee of the 1922 Convention 
of the National Association of Sheet 
Metal Contractors. 

Meeting called to order at 7:45 
p. m. by Vice-President R. W. In- 
galls. 

Minutes of former meeting read 
and approved. 

Report of Treasurer Wilkening 
of the receipts and disbursements of 
moneys in connection with the con- 
vention, read by secretary. Moved 
by J. C. Henley that the report be 
adopted. Seconded by C. Vorhees. 
Motion carried unanimously. 

Moved by Paul R. Jordan that 
entire balance of convention fund, 
after payment of cost of distribu- 
tion of report, be turned over to 
President Gardner of the Indiana 
Association of Sheet Metal Con- 
tractors, for use in connection with 
the coming State Convention at 
Terre Haute. Motion seconded by 
J. C. Henley and carried unani- 
mously. 


TThis item of $500 represents the bal- 
ance paid the Standard Metal Company 
on acceptance by the committee of the 
very generous offer of the Standard 
Metal Company covering materials fur- 
nished and credits allowed for returns. 
This offer represented a financial sacrifice 
of about $150 each by the Standard 
Metal Company and the Ferdinand 


Dieckman Company of Cincinnati. 
*Balance to be turned over to the 1923 
State Convention Fund. 
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The foregoing motion was sup- 
plemented by a suggestion that a 
committee be appointed for the dis- 
tribution of the financial report of 
the Convention Committee. Mr. 
Geitz, presiding, appointed F. A. 
Wilkening, Chairman, Joseph C. 
Gardner and J. C. Henley as the 
Committee. 

C. Vorhees moved that the work 
of the Convention Committee be 
considered completed, when Treas- 
urer Wilkening had completed the 
distribution of funds, and that on 
his tendering final check to Presi- 
dent Gardner, the Committee be 
considered disbanded. Motion sec- 
onded by Joseph C. Gardner and 
carried unanimously. 

The Convention Committee con- 
sisted of the following: E. W. Nor- 
man, Chairman; F. A. Wilkening, 
Treasurer; Paul R. Jordan, Secre- 
tary; H. A. Beaman, B. A. Epper- 
son, Joseph C. Gardner, John C. 
Henley, Joseph Mottingly, J. L. 
Strahlendorf and W. S. Waters. 





Two Michigan Sheet Metal 
Locals Report Activities. 


Interesting reports of the activi- 
ties of the sheet metal associations. 
in Battle Creek and Detroit are fur- 
nished in a special account sent to 
AMERICAN ARTISAN AND Harp- 
WARE Recorp by F. E. Ederle of 
Grand Rapids, secretary of the 
Michigan Sheet Metal and Roofing 
Contractors’ Association. 

At the regular meeting of the Bat- 
tle Creek association, held in the of- 
fice of Shouldice Brothers, several 
important subjects were discussed. 
Principal of these was a_ report 
from the state secretary on the sec- 
ond analysis of galvanized sheets. 
This analysis is one of many being 
taken of the various brands of met- 
als sold in Michigan to determine 
the impurity content. Of course, 
Michigan standard was given a 
more severe test than the others to. 
make sure that this sheet is up to 
standard set up by the organization. 
The mills making the product are 
very confident of its purity and last- 
ing qualities but the association is 
taking nobody’s word and are find- 
ing out for themselves. 
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After a full discussion of this 
subject it was decided to push 
Michigan Standard to the limit. 
Upon motion of William Lusk, sec- 
onded by Chris Jensen, Charles H. 
Eberle was voted a life member of 
the Association with dues of $1 a 

_ year. 

The Detroit Association held its 
regularly monthly meeting Monday 
night, November 13. In the absence 
of President R. C. McMahon, who 
is on a hunting trip in Canada, Otto 
Schwartz, vice president, presided. 


Wallace Candler gave a report on | 


the trade school which has started 
at Cass Tech. High School. He 
stated that the instructors wished 
the association to determine just 
what constituted a sheet metal jour- 
neyman. He submitted a form 
which he asked the members to fill 
out, or at least make suggestions on. 


Another important topic of this 
meeting was the selection of a sec- 
retary to take the place of A. J. 
Rasch, who resigned on November 
1. Mr. David M. Marshall was 
present and requested an opportu- 
nity of taking this job, and after a 
full consideration by the members, 
was unanimously selected for this 
very important work. Mr. Mar- 
shall has been connected with the 
sheet metal business for the past 
twenty years and is thoroughly con- 
versant with the many difficulties 
which confront the average sheet 
metal contractor. He has been for 
many years a member of the Jack- 
son association and is thoroughly 
“sold” on the association way of 
doing business. He will take charge 
of his new duties December 1. 





Sell Yourself First to 
Yourself—Then to Others. 


Mark Twain once said, “There is 
a lot of talking about the weather, 
but nothing is ever done about it.” 
That is the trouble with a lot of the 
alleged thinking we do. Nothing is 
ever done about it. 


For example, how many of us 
have thought sufficiently so that we 
could sit down and dictate in a few 
paragraphs just what our business 
stands for; what the governing 
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principles are. In definite terms, 
what do we propose to do for a cus- 
tomer and how are we going to do 
it. Have we thought these things 
out to a clear and final conclusion? 

This is not a personal efficiency 
test; it is an extremely practical 
question, particularly for those who 
are on the sales end of the busi- 
ness. 

In plain old United States sit 
down and sell yourself completely 
on your own business. If you have 
any trouble in selling yourself, you 
are going to have that same trouble 
in selling the other fellow. 

Keep on selling yourself. Keep 
your mind active and keep up faith 
in what your mind produces. Have 
enthusiasm and self-confidence. 


The man who has convinced him- 
self breathes a spirit of conviction 
that is infectious—just as, on the 
opposite side, the man who has 
never taken the time and thought to 
straighten the thing out in his own 
mind is constantly working under a 
handicap. 








Notes and Queries } 














“New Marvel” Self Heating Torch. 


From Benton Sheet Metal Works and 
Hardware, 122 Water Street, Ben- 
ton Harbor, Michigan. 


Kindly inform us who manufac- 
tures the “New Marvel” self heat- 
ing torch. 


Ans.—Lyon, Conklin and Com- 


pany, Incorporated, 19 Balderston, 
Baltimore, Maryland. 
Copper Rivets and Brass Stove Bolts. 


From Leo A’Hern, 219 West Wash- 
ington Street, Morris, Illinois. 


Please advise me who makes cop- 
per rivets about the size of No. 1 
or 1% tinners rivets. Also tell me 
who makes round head brass stove 
bolts. ° 

Ans.—I. U. T. Hungerford 
Brass and Copper Company, 80 La- 
fayette Street, New York City, and 
C. G. Hussey and Company, 224 
North Jefferson Street, Chicago, II- 
linois. 2. U. T. Hungerford Brass 
and Copper Company, 80 Lafayette 
Street, New York City, and Patter- 
son Brothers, 27 Park Row, New 
York City. 
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Equipment for Re-Nickeling Stove and 
Auto Parts. 


From John Coleman, 215 South 20th 
Street, Mt. Vernon, Illinois. 


Kindly inform me where I can 
purchase the necessary equipment 


for re-nickeling stove and auto 
parts. 
Ans.—The Hanson and Van 


Winkle Company, 844 West Erie 
Street, Chicago, Illinois. 
“Ontario Double Diamond” Roofing. 


From F. G. Parks, 21 Spring Street, 
Oil City, Pennsylvania. 


Can you tell me who makes On- 
tario Double Diamond Roofing, 
made in Aurora, Illinois. 

Ans.—The Usona Manufactur- 
ing Company. 

Oil Tanks for Cil Burners. 


From Hunter Hardware Company, 
Rockford, Illinois. 


Please advise me who makes oil 
tanks such as are used on oil burn- 
ers for furnaces. 

Ans.—Calumet Tank and Manu- 
facturing Company, 37 West Van 
Buren Street, Chicago, Illinois; 
Graver Corporation, 4809 Todd Av- 
enue, East Chicago, Indiana ; Chica- 
go Steel Tank Company, 1313 
South 55th Court, Cicero, Illinois, 
and Hamler Boiler and Tank Com- 
pany, 66th Place and 6oth Avenue, 
Chicago, Illinois. 

West Bend Aluminum. 


From Braden and Schmidt, Dysart, 
Iowa. 


Will you kindly advise us where 
the West Bend Aluminum is made. 
Ans.—It is made by the West 
Bend Aluminum Company at West 
Bend, Wisconsin. 
Thermostat. 


From C. R. Bradley, 420 Edgar Street, 
Kalamazoo, Michigan. 


Please let me know who makes a 
thermostat that regulates furnace 
draft from inside of hot air pipe. 
Ans.—Powers Regulator Com- 
pany, 2720 Greenview Avenue, Chi- 
cago, Illinois. 

Floor Duster. 


From W. J. Vierck and Son, 330 East 
State Street, Rockford, Illinois. 


Can you tell me who makes a 
forty-inch floor duster made of a 
chemically treated wool yarn. 

Ans.—This is not a stock duster, 
but can be made up for you by the 
Dearborn Duster Company, 550 


West Harrison Street, Chicago, II- 
linois. 
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The Latest News About Stoves and Ranges 


Items and Discussions of Interest to the Manufacturer and 


Rathbone-Sard Executive 
Passes Away Suddenly. 


Thomas H. Kendall, 67 years old, 
head of the sales department of the 
Rathbone, Sard & Company, stove 
manufacturers, dropped dead of 
heart failure on the golf links of the 
Aurora Country Club at Aurora, II- 
linois, Sunday morning, November 
19th. His survivors are a son, My- 
ron A. Kendall, and three daugh- 
ters, Mrs. William Burkhardt of 
Cincinnati, Ohio, Mrs. Claude P. 
Briggs of Lakewood, Ohio, and 
Miss Dorris Kendall of Aurora. 





A. J. Lindemann Returns 
from European Trip. 

A. J. Lindemann, President of 
the A. J. Lindemann & Hoverson 
Company, Milwaukee, manufactur- 
er of stoves and ranges, has_ re- 
turned from a three-months’ busi- 
ness and pleasure tour of the Brit- 
ish Isles and the Continent. 





He Wanted a Flat 
Stove Pipe. 

One of our old subscribers, L. S. 
Bonbrake, Peoria, Illinois, sends us 
the following history and humor 
which we are glad to publish: 

“Down in the southeastern corner 
of Ohio, some twenty miles above 
the river, over a half century ago, 
a neighborhood of hardy old Hol- 
landers, called “Pennsylvania 
Dutch,” as I remember, had formed 
a community of farmers of sterling 
integrity. However, their manner 
of expression at times was humor- 
ous, to say the least. 

“The cookstoves used by a num- 
ber of them, called The Native, 
were double-deckers. The bottom 


section was very long, having three 
cooking holes in a row, and taking 
in long wood (half a fence rail?) 
A step up of a foot or more to the 
top of the upper section embraced 
the base oven and two cooking holes 
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which necessitated a long, narrow 
stovepipe collar. 

“Seven miles from town lived 
Joseph Rickermun, who one morn- 
ing came into the store, saying: 

“*Pone-proke! I want to got it, 
some stove pipes.’ 

““All right, Mr. - Rickermun! 
What size pipe do you want?’ he 
asked. 

““It vas flat! Undt I think by 
the size of my eye it was about 
sixteen inches von way, undt three 
der oder.”’ 

“IT knew at once it was for The 
Native, and asked him how long he 
wanted it. 

““Why! I want to buy it, undt 
pay for it, undt keep it till it vas 
wordt out!’ he exclaimed. 

“How high up do you want it 
to go, Joe?’ we asked. 

““Il vas not want it to go up 
a-tall! I want it to stay on der 
stofe undt took the smoke oudt!’ 


“*Joe, what is the distance be- 
tween the top of the stove and the 
smoke hole in the chimney ?’ 

“*Why didn’t you said so in the 
first places? It iss three feet seven 
inches and a knee’ (elbow). 

“While his pipe was being pre- 
pared, and knowing his family well, 
I asked ‘how is the folks and wife?’ 
and Joe answered, sad-like, ‘My 
wife she don’t vas complain much 
better; undt the doctor say she has 
it a chenuwine cases of der stastis- 
tericks; (hysterics), undt right on 
top we vas gona loose Tilley.’ 
Tilley! 


““Lose .your daughter 


How’s that, Joe?’ 


“*Va-as. Tilley vas gona get 
married.’ 
“*Well, well; when she does, 


come in. Tilley is a good girl, and 
she should have a good stove and 
outfit.’ 


“*Ya-as, Tilley was a good girl. | 


Ober she vas not so good for hand- 
some, she vas hell for strong. I 





will got it a whole fill-out from you 
pone-proke.’ 

“Joe eventually got his pipe into 
the wagon and started home. 

“That evening I saw him again 
drive up to the front of the store 
and hurried out to meet him. There 
was blood in his eye as he angrily 
and vehemently exclaimed, ‘Pone- 
proke! Didn’t I told you my stofe 
var not round! It iss flat!!’ 

“T had overlooked flattening out 
the big end. I took the pipe from 
the wagon, saw a rivet in the end, 
then gave it a whale of a thump 
over the edge of the wagon bed, and 
threw it in again, flat. Joe gave one 
startled look at the flat end and said, 
‘Gosh darn,’ and started on his 
weary way over the hills for seven 
miles home again.” 





Clean Gas Appliances 
Will Reduce Gas Bills. 

All gas-burning appliances, in 
common with other equipment in 


_well-regulated households, should be 


kept clean. Clean appliances mean 
lower gas bills, says the American 
Gas Association in illustrating the 
economical use of gas. 

“Boil them occasionally in a 
strong solution made by dissolving 
washing soda or lye in water,” says 
the association. “Rinse thoroughly 
with clean water and dry before 
using again. Take usual care to pre- 
vent strong lye solution from injur- 
ing hands. 

“Oven linings can be prevented 
from rusting by going over them 
perhaps once each week with a good 
neutral oil, being careful not to use 
any oil with salt in it (such as bacon 
grease ). 

“Keep copper coils clean by using 
a brush or cloth once a week or so. 
Soot acts as an insulator and consid- 
erably less gas is required to get hot 
water when coils are clean. In case 
burners are covered or coated with 
scale, soot, etc., clean top burners 
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with a stiff brush, either with burn- 
er in place or outside of water heat- 
er, if burner is readily removed.” 





Special Show Room for 
Stoves Increases Sales. 

A good plan in displaying stoves 
is to have a special stove room fitted 
up in an attractive manner. On 
one side of the room can be placed 
a row of steel or cast ranges with 
the elbows, collars, etc., in place on 
the ranges, giving them the appear- 
ance of being set up in working 
order. On the other side can be 
placed the base burners which, when 
arranged in a row, will attract im- 
mediate attention because of their 
large amount of nickel work. 

By having a special room the 
stoves, in a great many instances, 
are much easier to sell. A person 
buying a stove has his attention 
quite often distracted by other 
goods displayed, or by people com- 
ing in to buy other articles. If a 
dealer has a special sales room con- 
taining nothing but stoves, the cus- 
tomer’s attention is centered on 
stoves, and sales result much more 
quickly. 





Says Easy Payment Plan 
Sells Most Stoves. 


Jack Little, District sales manager 
for the Michigan Stove Company, 
Detroit, in Texas, Oklahoma, Ar- 
kansas, Louisiana and Cuba, has 
sold stoves and ranges for 17 years, 
12 of which were spent in a hard- 
ware and furniture store in Mexico. 

He believes that more than three 
out of every four stoves sold at the 
present time are bought on the in- 
stallment plan, and that this is the 
plan that every stove merchant 
eventually must adopt if he is to 
make a success of this department. 

Here is what he says: 

“The most successful merchants 
] run into are the ones who have 
got hold of a nationally advertised 
line of stoves, kept the stove depart- 
ment in good looking shape, stocks 
complete, and have not been afraid 
to advertise locally to reap full ad- 
vantage of the manufacturer’s na- 
tional advertising. 
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“At least 75 per cent of the stoves 
sold today are sold on the easy pay- 
ment or installment plan, and any 
merchant, regardless of the nature 
of his business, hardware, furni- 
ture, or what not, must come to that 
plan of selling if he is to make a 
success of his stove department. 

“Every merchant who takes on a 
line of stoves should insist on the 
manufacturer’s representative tak- 
ing his sales force in hand and 
thoroughly coaching them in the 
merits and selling features of the 
line of stoves he is to handle 
A conscientious representative will 
himself insist on imparting this in- 
formation to a willing sales force, 
but there are others who are prone 
to follow the lines of least resist- 
ance, and that is the man the dealer 
should demand service from, or buy 
his stoves from one who is willing 
to help him sell stoves. 

“Estimating that at least 10 per 
cent of the stoves in this country 
are replaced each year normally, 
and that for the past three years 
there have not been many replace- 
ments due to the depression which 
apparently is almost over with now, 
there looms up ahead some big vol- 
ume in the stove game, and every 
merchant would do well to look a 
little bit ahead and not let that time 
slip up on him unprepared to take 
care of his share of the lucrative 
business in stoves which is surely 
coming.” 





Center Your Efforts on One 
Line of Stoves. 


Experienced and successful deal- 
ers admit that selling one line of 
stoves is the most profitable method 
With three or four conflicting lines 
you can do justice to none of them. 
If a customer comes into the store 
and is interested in buying a stove 
you take her to one of the lines and 
explain its good points. You elab- 
orate on the workmanship, the qual- 
ity of the material used, etc., and 
end by telling her it is the best stove 
money can buy. 

Suppose, however, she is inter- 
ested in a stove you carry, made by 
some other manufacturer. What 
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are you to do? You can not turn 
around and tell her the stove she 
likes is the best stove for her pur- 
pose, because if you do, you imme- 
diately prove to her that your talk 
about the other stove was not sin- 
cere. You lose stove sales—that 
doesn’t pay. 





Your Success Depends 
Solely on Yourself. 


To know that courage is a nec- 
essary business quality— 

That in business there is no ref- 
eree to count you out except your- 
self— 

That the collective cowardice 
called business depression need not 
wreck your business unless you let 
it— 

That effort and energy create 
business, even if in lessened degree, 
in hard times as in good times and 
all times— 

Is the Gospel of Grit. 

Translated into practical terms, 
this means that you can, if you will, 
get after more of the business of 
your locality, add greatly to your 
sales, augment your usefulness to 
the community, increase your earn- 
ing power and enlarge your profits. 
—E. A. Stowe. 





Use Positive Suggestions 
Rather Than Negative Queries. 


Watch the forms of expression 
used by your clerks. When they are 
waiting on customers they can in- 
vite them to make other purchases 
in such a manner as to win admira- 
tion for their salesmanship and also 
win additional trade for your store. 
The invitation should be extended 
in an affirmative form such as: 
“What else can I show you?” or 
“Here’s a leader in cutlery.” “A 
very good value at $3.50.” As long 
as clerks use the negative form of 
expression, “Nothing else is there?” 
or “Don’t you want some of this 
polish?” they are inviting refusal 
from the customer, which means a 
loss of sales to you. The little dif- 
ferences in wording and manners 
are what distinguish good salesmen 
from mediocre ones. 








26 





Events and Progress of the Hardware Trade. 
What the Retailers, Jobbers and Manufacturers Are Doing. 


Nicholas Hardware Company 
Will Sell $500,000 in 1922. 


The Nicholas Hardware Com- 
pany, Oak Park, Illinois, has an- 
nounced plans for a campaign to 
reach the half-million dollar mark 
for the year’s business. The 
store for the first ten months of 
the year sold $376,000 worth of 
goods. Mr. Nicholas called his staff 
tegether and with their confidence 
of success he announced that they 
would extend every effort to sell 
$124,000 more in merchandise be- 
fore the year closed. 

A banquet was held at the Oak 
Park Arms hotel last Tuesday eve- 
ning and over forty of the employes 
attended. Complete plans were out- 
lined. Specific amounts were allot- 
ted to each individual for their own 
mark. A thermometer will be 
placed in the front of the store to 
indicate to the public the progress 
of the sale. 

“We believe,” said Mr. Nicholas, 
“that the public is interested in the 
advancement of this community 
store. We believe that a frank 
statement to the people of this com- 
munity who made this store what it 
is today will interest them and that 
they will want to help us reach our 
goal. They know that increased 
sales cut down the overhead and 
that as in the past they will be given 
the benefit of the lower costs.” 

The history of the Nicholas 
Hardware Company is one of the 
bright spots on the commercial map 
of Oak Park. From a small begin- 
ning over fifteen years ago this store 
has reached a place where every 
one speaks of it when local business 
houses are discussed. It is held up 
as an example by advertising men, 
by realtors, who want to interest 


new business houses; by the trade 
papers who tell other communities 
of the Oak Park success and many 
others. 

From Mr. Nicholas’ records it is 
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learned that the total business for 
the first year this store was operated 
was less than the business for the 
month of October just passed. 

Not only do they do a large local 
trade but they ship to distant points 
of the country between twenty and 
twenty-five tons of merchandise per 
month. 

Fireplace fittings is one of the 
lines in which the Nicholas Hard- 
ware Company is not exceeded by 
any store in the loop or any other 
place. People come from miles to 
select them from the largest and 
best stock in Cook county. 





Increase Your Sales By 
Seeking Mail Orders. 


In distributing or mailing an- 
nouncements of a_ special sale, 
which describes and prices the mer- 
chandise offered, it is a good idea to 
wrap two self addressed envelopes 
inside the folded circular. Also 
state in your circular that orders by 
mail are solicited, while the goods 
cannot be shipped until day of the 
sale the orders can be mailed to you 
in advance, thus insuring prompt 
shipment. Money for goods and 
sufficient charges for parcel post or 
express charges should be remitted 
with order, and your circular should 
contain the explanation that after 
package charges are paid, any sum 
remaining will be returned. Always 
in asking for orders by mail even 
the simplest details should be ex- 
plained. 





Demand for U. S. Hardware 
in Europe and Near East Grows. 


Consul Hunt, St. Etienne, reports 
to the Department of Commerce 
that the hardware trade in France 
is becoming more active, except in 
the tool and general supplies trade 
for the steel and iron iridustries, 
where the prices are disputed to a 
narrow margin and where orders 
are almost wholly suspended. 








The shortage of dwelling houses, 
which has forced a certain activity 
in house-building throughout the re- 
gion, is one of the leading influences 
for revival in the hardware indus- 
try, and it is expected that the build- 
ing operations will be a strong fac- 
tor in the general recovery. 

Better hardware business in 
Spain and Portugal. 

Commercial Attache Charles H. 
Cunningham, Madrid, Spain, re- 
ports that in Northern Spain and 
Portugal he found an increased in- 
terest in American hardware and 
indications of a larger market in 
the near future. 

Possible market for refrigerators 
in Syria. 

Consul Allen, Damascus, Syria, 
says it is believed that the home 
refrigerator could be introduced 
into Syria and a considerable de- 
mand for it developed through an 
agency working, preferably in Bei- 
rut. 





Sincerity and Knowledge of Goods 
Are Essential in Selling. 


The man and woman in search 
of merchandise or service expects 
the person behind the counter to 
know his stock, know his goods, 
the uses to which they are put, and 
the prices. They will be glad to 
have his suggestions if these sugges- 
tions are put in an ordinary tone, 
and carry the sincere ring of truth. 
But the average person resents a 
simpering, prunes-and-prisms atti- 
tude. And if he buys at all, he buys 
in spite of it, rather than because 
of it. 

On the other hand, undue fa- 
miliarity is just as serious a misde- 
meanor. Very few individuals 
the part of salesmen or others they 
know only casually. 

It is quite possible to be sincere 
without exaggerating; to be re- 
spectful without slopping over; to 
suggest without apology. 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HARDWARE REcorD Window Display Competition. 


Have You Begun to Plan 
Your Christmas Window? 


With the approach of the Christ- 

mas season, the alert hardware 

merchant is _ begin- 

é ifs ning to plan _ his 

selling campaign—to 

gly redress his __ stock, 

organize his _ sales 

force, _# out his advertising and 
plan his window dressing. 





At Christmas time everybody 
wants gift suggestions, and for at 
ieast ninety percent of all gifts— 
considering the practical as well as 
the sentimental—those that have a 
utilitarian value are in demand. 
“Gifts of Utility” is a slogan with 
a sound and fundamental basis. An 
obvious suggestion, then, is to care- 
fully canvass the stock for a list 
of those articles which make useful 
and pleasing gifts and, then, to con- 





Excellent Window Display of Articles Suitable for Christmas Presents. 
Limited, Moncton, New Brunswick, Canada. 


The idea of the window design 
is to sell goods, and if it falls short 
of this result—no matter how at- 
tractive or interesting or what not 
—it will have failed. Better then 
before worrying about the form or 
plan of the design to consider the 
articles to be merchandised. 


hard- 
plate glass and mill supply 
dealers of New Bruns- 
wick, Canada, Descriptive notes of 
the window, as furnished by the 
designer, follow: 
“Christmas window. 


Sumner Company, Limited, 
ware, 


Moncton, 


Back wall 
and fire place made of beaver board, 
painted. Red paper in crate with 
electric light behind. All goods 
marked with price cards. Christ- 
mas tree in corner trimmed and 
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sider the purpose of most effectively 
presenting them. 

For suggestions as how to display 
a great number of: articles, amid 4 
setting which at every turn of the 
eye is remindful of the Christmas 
season, we have here a window de- 
sign prepared by G. V. White for 


Arranged by G. V. White for Sumner Company, 


lighted at night. Santa Claus in 
other corner has full pack with 
presents marked for different mem- 
bers of the family. Had largest 
Christmas trade in our history.” 
There is an excellent symmetry 
and balance in this window. The 
panel of Yuletide designs in the 
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background is artistic and in good 
taste. It should be observed that 
the many articles placed closeup on 
the foreground provide real gift 
suggestions, and that they are priced 
on neat cards in large, plain let- 
tering. 





Kitchen Utensils Make 
Good Christmas Gifts. 


The housefurnishings department 
which plays up only unusual goods 
for the Christmas gift trade is over- 
looking good sales and good profits, 
More attention to the wonderful 
possibilities of staples and stock 
articles as gifts would cut down the 
troubles of being “stuck” with 
shelves full of “once a year stuff.” 
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in every holiday advertisement and 
in every holiday window. And 
when a Christmas shopper is in 
doubt, the suggestion of enameled 
ware by the salesperson never fails 
to be rewarded by a gleam of satis- 
faction from the customer. 

Definite suggestions as to enam- 
eled ware for gifts should be made 
whenever possible. For instance— 
for a recent bride or for a woman 
who has not been housekeeping 
long, some of the bigger pieces of 
enameled ware particularly will 
probably be much appreciated— 
such as a roaster, or a large pre- 
serving kettle. For the housewife 
of long experience any utensil is 
welcome as she has found that a 
wide range of sizes of cooking uten- 
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Christmas windows are “overdone” 
and the idea expressed in these sug- 
gestions is simplicity. Much can be 
done with stock wreaths, crepe pa- 
per and a few boxes and the sug- 
gested windows are easily put up. 
Special price tags and cards show- 
ing gift ideas should be freely used. 
A complete display of utensils is 
desirable as almost everything in 
this line has a real gift value. 





Plan Now for Your 
Prize Winning Window. 

Here it is again! 

What? 

The announcement of the annual 
Window Display Competition con- 
ducted by AMERICAN ARTISAN AND 
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Two Suggestions for Holiday Window Displays of Enameled Ware. 


And the growing tendency, particu- 
larly among women, towards sensi- 
ble and useful gifts is turning such 
possibilities into realities for the 
dealer who understands. If it is 
properly featured, there is more 
profit and less heartache in enam- 
eled ware cooking utensils, for in- 
stance, than in a lot of gaudy 
“whatnots” and “utilities” which are 
never used after the first time. 

_ In giving presents, the wise shop- 
pers always choose things which the 
recipient can use every day and 
nothing comes nearer the heart of a 
housewife than a good enameled 
ware cooking utensil. Enameled 
ware should therefore be included 


s 


sils is very desirable—and cooking 
utensils are one thing there cannot 
be too many of in any kitchen. For 
the family in which there are young 
children, double boilers are espe- 
cially desirable gifts, as are also 
enameled ware cup and _ saucers. 
Other good suggestions in enameled 
ware are: A nested set of trays, a 
nest of bowls which are very useful 
for many purposes, kettle and cof- 
fee pot set, a handy set of accesso- 
ries as strainers, colanders, funnels, 
pitchers, etc. 

The accompanying illustrations 
show two suggestions for effective 
window displays featuring utility 
gifts for Christmas. Too many 





HARDWARE REcorD in the interests 
of better merchandising. 

Merchants who before have en- 
tered this competition are expected 
to maintain their interest because 
they have found whether they won 
a prize or not that “the good win- 
dow pays”—in increased sales. New 
readers will find the contest equally 
interesting and profitable. 

More details of the competition 
and the scale of prizes will be an- 
nounced later. The contest will 
close April 1, 1923, and the princi- 
pal rules of past contests will again 
govern: 

The photograph of the window 
must be accompanied by a descrip- 























November 25, 1922. 


tion of how the display was ar- 
ranged and the materials used. Each 
must be signed by a fictitious name 
and the sender’s real name and ad- 
dress enclosed in a sealed envelope 
also signed by the assumed name. 
There is no limit to the number of 
photographs and displays each con- 
testant may send in. 

Begin now to plan your prize 
winning window. Study the Christ- 
mas windows for ideas. Follow 
this department for suggestions. 
Then build your own idea into the 
winner. 





Get the Women to Come 
Into Your Store. 


It is obvious that the retail mer- 
chant who expects to make a suc- 
cess of his job, must usually appeal 
to the woman shopper, says Archer 
Wall Douglas in System. 

Women do most of the shopping 
today, and the amount they do 
promises to increase as women be- 
come more and more economically 
independent. 

In the beginning, how to get and 
hold a woman’s trade is not so much 
strictly a matter of business as a 
study in psychology. 

The rules of trade that obtain 
with men do not always “go” with 
women, a fact that some merchants 
fail to understand. 

For a long number of years the 
principal purchasers in retail hard- 
ware store were men, and business 
in them was done after a man’s 
fashion, 

But that is slowly changing, es- 
pecially now that the hardware mer- 
chant is often handling house fur- 
nishing goods, and similar lines. 

So the hardware man who does 
not cater to women buyers is like- 
ly to lose some of his business to 
the department store, or to some 
more up-to-date competitor. 

The old-fashioned dark and dingy 
hardware store that you found in 
some localities, where the men 
worked in their shirt sleeves and 
smoked behind the counter, was sel- 
dom offensive to men but it does 
not often find favor with the 


women. 
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Most women like things to be 
neat, clean, and attractive. I once 
called upon a shrewd hardware mer- 
chant in Los Angeles, in the down- 
town district, right under the shad- 
ow of the big department stores, 
and found him so busy that he could 
talk to me only a minute at a time 
between waiting on his customers, 
about one-half of whom were 
women. 

By degrees he told me the details 
of how he had gotten women to 
trade with him. 

To begin with, he was a constant 
advertiser in the daily papers, 
where most of his advertising was 
directed at women. 


The basket was presided over by 
an attractive young girl, who was 
also a good saleswoman; and she 
seld other articles of cutlery to al- 
most every one of the women who 
bought a pair of the bargain scis- 
sors. 

The store was bright, well lighted 
by large windows, neat as a pin, 
and with handsome window dress- 
ings, which caught the attention of 
many a passer-by. 

The proprietor spent a large por- 
tion of his time at the front door, 
welcoming his women customers—- 
politely, never familiarly or flip- 
pantly. 

By his carefully planned policy 
he held the trade of the women who 
came to his store, despite the fierce 
competition of the department stores 
nearby. 

That particular morning he had 
played up a big advertisement tell- 
ing about the sanitary and neat ap- 
pearance of some new white enam- 
eled refrigerators he had just re- 
ceived. 

He had two well trained sales- 
men, who were thoroughly drilled 
in talking up the merits of the re- 
frigerators, He sold five that day. 

The difficulty in keeping a wom- 
an’s trade is that sooner or later 
her personality becomes involved, 
often in most unexpected ways. 

In the final analysis every propo- 
sition in a woman’s life ultimately 
becomes personal; and she is like- 
ly to trade at a store or pass it by, 
depending on whether she does or 
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does not like the people there who 
serve her. 

Freshness, flippancy, or indiffer- 
ence to her wishes are discourtesies 
she can hardly forgive. For shop- 
ping is serious with her, not only 
because it is a recreation, and pos- 
sibly an adventure, but likewise be- 
cause it calls for the exercise of 
her best judgment in spending what- 
ever the money is that she has in 
her possession. 





Base Your Selling on the 
Business Revival. 


If you believed that there was a 
time-fuse bomb located somewhere 
in your building and that your store 
were going to be blown to smith- 
ereens at any moment, you would 
not put much energy into your mer- 
chandising. 

In other words, the fear and un- 
certainty engendered by such a situ- 
ation would have the effect of de- 
stroying your enthusiasm and con- 
fidence in the orderly development 
of your trade. 

Your state of mind, therefore, 
has everything to do with the suc- 
cessful operation of your business. 

You will be able to put more 
vigor into your selling efforts if 
you become convinced that there is 
no hidden bomb anywhere, figura- 
tively speaking, and that all the 
economic forces are operating in 
your favor. 

It is equivalent to a recharging 
of the storage batteries of your 
mind to learn that authoritative 
analysis of present conditions war- 
rant you in concentrating your en- 
thusiasm, confidence, and ability 
upon greater selling efforts today. 

The summary of industrial con- 
ditions throughout the United States 
set forth in the monthly business re- 
view of the Federal Reserve Bank 
of Atlanta shows that there is a 
continuance of business and indus- 
trial activities at the relatively high 
rate recently attained. 

In fact, production has shown 
further increases in some lines, 
while in those which normally 
would be noticeably affected by sea- 
sonal influences, decreases on the 
whole have been -relatively slight. 
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Public as to Prices. 


The Members Exchange, the 
monthly bulletin of The Wisconsin 
Retail Hardware Association, in its 
current number issues some timely 
suggestions as to how merchants 
should educate their customers on 
prices. It is suggested that dealers 
could profitably use a small space. 
—about 3% inches in an ad each 
week, dealing with the subject and 
establishing these points: 

First, that the merchant does not 
control prices. 

Second, that the retail merchant 
lowers his prices following declines 
in the wholesale markets and is 
therefore entitled to the rise on ad- 
vancing markets. 

Third, that competition — keen 
competition—prevents the merchant 
from holding up prices even if he 
wanted to. 

Fourth, that there is a vast differ- 
ence between what the merchant 
gets for his goods and his REAL 
profit. 

Fifth, that the cost of his goods 
and the cost of carrying on his 
business and which he maintains in 
the interests of his customers, ab- 
sorbs the bulk of his selling prices. 

Sixth, that the prices of today are 
as low as is possible to make them 
on practically everything sold in the 
hardware stores, and that even 
some articles are being sold at a 
loss. 











| Coming Conventions ‘| 


Western Warm Air Furnace and Sup- 
ply Association, Annual Meeting, Hotel 
Sherman, Chicago, Illinois, December 6, 
1922. John H. Hussie, Secretary, 2407 
Cuming Street, Omaha, Nebraska. 


Western Implement and Hardware As- 
sociation, Kansas City, Missouri, Janu- 
ary 16, 17, 18 and 19, 1923. Exhibition 
in Convention Hall. H. J. Hodge, Sec- 
retary, Abilene, Kansas. 

Texas Hardware and Implement As- 
sociation, Dallas, Texas, January 23, 24 
and 25, 1923. A. M. Cox, Secretary, 822 
Dallas County Bank Building, Dallas, 
Texas. 

Mountain States Hardware and Im- 
plement Association, Denver, Colorado, 
January 23, 24 and 25, 1923. W. W. 
McCallister, Secretary-Treasurer, Boul- 
der, Colorado. 

Kentucky Hardware and Implement 
Association and Exhibition, Jefferson 














Stone, Secretary, Sturgis, Kentucky. 

West Virginia Hardware Association 
Convention and Exhibition, Huntington, 
West Virginia, January 30 and 31, and 
February 1, 1923. James B. Carson, 
Secretary, 1001 Schwind Building, Day- 
ton, Ohio. 

South Dakota Retail Hardware As- 
sociation, Sioux Falls, South Dakota, 
January 16, 17, 18 and 19, 1923. H. O. 
Roberts, Secretary, 1120 Metropolitan 
Life Building, Minneapolis, Minnesota. 

Idaho Retail Hardware and Imple- 
ment Dealers’ Association, Boise, Idaho, 
January 31, February 1 and 2, 1923. E. 
E, Lucas, Secretary, Hutton Building, 
Spokane, Washington. 

Indiana Retail Hardware Association 
Convention and Exhibition, Indianap- 
olis, Indiana, January 30 and February 
1 and 2, 1923. G. F. Sheely, Secretary, 
Argos, Indiana. 

Oklahoma Hardware and Implement 
Association, The Auditorium, Okla- 
homa City, Oklahoma, January 31, 
February 1, 1923. W. A. Clark, Secre- 
tary-Treasurer, 209% West Main 
Street, Oklahoma City, Oklahoma. 

Nebraska Retail Hardware Associa- 
tion, Convention and Exhibition, Feb- 
ruary 6 to 9, 1923, Omaha, George H. 
Dietz, Secretary-Treasurer, 414 Little 
Building, Lincoln, Nebraska. 

Michigan Retail Hardware Conven- 
tion and Exhibition, Grand Rapids, Feb- 
ruary 6, 7, 8, 9, 1923. Karl S. Judson, 
Exhibit Manager, 248 Morris Avenue, 
Grand Rapids. A. J. Scott, Secretary, 
Marine City, Michigan. 

Virginia Retail Hardware Association, 
Norfolk, Virginia, February 7, 8 and 9, 
1923. Thomas B. Howell, Secretary, 
Richmond, Virginia. 

Wisconsin Retail Hardware Associa- 
tion, Milwaukee Auditorium, Milwau- 
kee, Wisconsin, February 7, 8 and 9, 
1923. P. J. Jacobs, Secretary, Stevens 
Point, Wisconsin. George W. Kornley, 
Manager of Exhibits, 1476 Green Bay 
Avenue, Milwaukee, Wisconsin. 


Pennsylvania and Atlantic Seaboard 
Hardware Association Convention and 
Exhibition, Philadelphia Commercial 
Museum, Philadelphia, Pennsylvania, 
February 12, 13, 14, 15 and 16, 1923. 
Sharon E. Jones, Secretary, 1314 Ful- 
ton Building, Pittsburgh, Pennsylvania. 

Ohio Hardware Association Conven- 
tion and Exhibition, Cleveland, Ohio, 
February 13, 14, 15 and 16, 1923. Ex- 
hibition in the new Municipal Hall. 
James B. Carson, Secretary, 1001 
Schwind Building, Dayton, Ohio. 

Illinois Retail Hardware Association 
Convention and Exhibition, Hotel Sher- 
man, Chicago, Illinois, February 13, 14 
and 15, 1923. L. D. Nish, Secretary- 
Treasurer, Elgin, Illinois. 

Iowa Retail Hardware Association 
Convention and Exhibition, Des Moines, 
Iowa, February 13, 14, 15 and 16, 1923. 
A. R. Sale, Secretary, Mason City, Iowa. 

North Dakota Retail Hardware As- 
sociation, Grand Forks, North Dakota, 
February 14, 15 and 16, 1923. C. N 
Barnes, Secretary, Grand Forks, North 
Dakota. 

Missouri Retail Hardware Associa- 
tion Convention and Exhibition, Plan- 
ters Hotel, St. Louis, Missouri, February 
20, 21 and 22, 1923. F. X. Becherer, 
Secretary. 5196 North Broadway, St. 
Louis, Missouri. 

Minnesota Retail Hardware Associa- 
tion, Duluth, Minnesota, February 20, 








November 25, 1922: 


RECORD 


21, 22 and 23, 1923. H. O. Roberts, 
Secretary, 1120 Metropolitan Life Build- 
ing, Minneapolis, Minnesota. 

New England Hardware Dealers’ As- 
sociation Convention and Exhibition, 
Mechanics’ Building, Boston, Massa- 
chusetts, February 21, 22 and 28, 1928, 
George A. Fiel, Secretary, 10 High 
Street, Boston, Massachusetts. 

New York State Retail Hardware As- 
sociation Convention and Exposition, 
Rochester, New York, February 20, 21, 
22 and 23, 1923. Headquarters, Powers 
Hotel. Sessions and Expesition at Ex- 
position Park. John B. Foley, Secre- 
tary, City Bank Building, Syracuse, 
New York. 

Michigan Sheet Metal and Roofing 
Contractors’ Association, Bay City, Feb- 
ruary 26, 27, 28 and ‘March 1, 1923. 
Frank E. Ederle, Secretary. 1121 
Franklin Street, S. E., Grand Rapids, 
Michigan. 

American Hardware Manufacturers’ 
Association, Spring Convention, Wind- 
sor Hotel, Jacksonville, Florida, April 
24, 25, 26 and 27, 1923. Frederick D. 
Mitchell, Secretary - Treasurer, 1819 
Broadway, New York City. 

Southern Hardware Jobbers’ Associa- 
tion, Windsor Hotel, Jacksonville, Flor- 
ida, April 24, 25, 26 and 27, 1922. John 
Donnan, Secretary-Treasurer, Richmond, 
Virginia. 

Old Guard Southern Hardware Sales- 
men’s Association, Windsor Hotel, Jack- 
sonville, Florida, April 25, 1923. R. P. 
Boyd, Secretary-Treasurer, R. F. D. 4, 
Knoxville, Tennessee. 

Hardware Association of the Caro- 
linas, Columbia, South Carolina, 
May 8, 9, 10 and 11, 1923. T. W. 
Dixon, Secretary-Treasurer, Charlotte, 
North Carolina. 

Arkansas Retail Hardware Associa- 
tion, May, 1923. (Place to be an- 
nounced later.) L. P. Biggs, Secretary, 
815-816 Southern Trust Building, Little 
Rock, Arkansas. 

National Retail Hardware Associa- 
tion, Richmond, Virginia, June, 1923. 
Herbert P. Sheets, Secretary-Treasurer, 
Argos, Indiana. 

Southeastern Retail Hardware and 
Implement Association,- covering Ten- 
nessee, Alabama, Georgia and Florida. 
(Date and place to be announced later.) 
Walter Harlan, Secretary-Treasurer, 
701 Grand Theater Building, Atlanta, 
Georgia. 


| Retait Hardware Doings 

















Georgia. 

The Meddin Hardware Company at 
116 West Congress Street, Savanna, 
has been destroyed by tre. 

Illinois. 

Max Mayer has opened a hardware 
store at 8909 Commercial Avenue, 
South Chicago. 

At New Douglas, Mr. Gordon Olive 
will take charge of the hardware store. 
Indiana. 

Jacob Life has purchased the Huff- 
man Hardware Store in West Main 
Street, Portland. 

Armstrong and Hume have sold 
their hardware store in Zionsville to 
D. A. Surber of Pittsboro. 

Minnesota. 

Herman Tritabaugh has purchased 
the interest of his partner, H. O. Mix, 
in the hardware business at Rockford. 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


The ad published by the Gales- 
burg Railway, Lighting and Power 
Company in the Daily Republican 
Register of Galesburg, Illinois, and 
reproduced on this page, gives a 
forceful illustration of how a na- 
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ad is to create in the mind of the 
housewife a desire to equip her 
kitchen, which is her home manu- 
facturing plant, in the most effi- 
cient manner. The method of ap- 
proach is to challenge her interest 











better way to can at home 











pack halves in jars. 
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tional advertising and selling cam- 
paign can be linked up with local 
advertising. Here is a full page 
ad prepared by experts, and all the 
Galesburg Railway, Lighting & 


Power Company had to do was to 
add their firm name at the bottom. 
The psychological appeal of this 


Wash and sterilize the jars, covers and rubbers, 
just as you always do, Scald the peaches to loosen 
skins; dip quickly in cold water; skin, and cut in halves; 


Now fill the jars with boiling water, or with syrup if 
additional sweetening is desired Place rubbers in po- 


Light the gas oven Set the Lorain Oven Heat Reg. 


First: The fruits or vegetables retain that fresh-from-the-garden flavor. 

Second. They keep firm. 

Third: They have a much finer appearance. 

Fourth: You've avoided all kettle-boiling and all standing and stirring 
over a hot stove 

Fifth: You've done your canning in much less working-time than is re- 

wired by any other process 
Seth ‘ou've saved gas 
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UDGE for yourself whether the Lorain Oven Method is “A Better Way to Can 
at Home.” Take peaches, for instance. The luscious, golden yellow peach, firm, 
sweet and full of flavor, is one of America’s favorite fruits. 


Here’s the way to.can peaches by the Lorain Oven Method: 


ulator at 250 degrees Place the filled jars in the oven} 
close the door. Leave quart jars in oven one hour; pint 
jars forty minutes, Then Fe out of the kitchen and for- 
get you are canning until the alarm clock tells you time 
sup When the clock signals, remove the jars from 
oven and tighten the covers. Your, canning is done! 
Simple, isn't it? Yet this ts what you've accomplished 
by this new method « 


Gas Ranges 22333 


we'll give you « copy 


FOR SALE BY 


| Galesburg Railway Lighting & Power Co 


in “A Better Way to Can at Home.” 
Now the chances are she is a pretty 
good home canner already, but she 
is suddenly made aware that she 
could probably improve her product 
by doing it the “Lorain Oven 
Method” way. Straightway, if she 
is in the market for a new range 





at all, it’s safe to bet she is going 
to read on. 

The canning recipe still further 
intrigues her interest, and then 
comes six concrete reasons why this 
range and method are desirable. 

The art work, so invaluable in 
advertising, carries a picture of the 
luscious fruit in the container, and 
the inset gives a mental picture of 
the oven regulator. 


The typography of this ad is all 
that could be desired. It should be 
remembered that in the original this 
ad appeared greatly enlarged, so 
that the whole type message could 
be easily read. 

* * * 

Ralston’s Hardware Store in Ed- 
inburg, Indiana, hits for business 
two ways in the accompanying ad- 
vertisement, reduced from a space 
of two columns by two and one- 
half inches. Whether you needed 





Let Us Figure With You Cn A New 


FURNACE 


FURNACE REPAIRING 
All Work Guaranteed 
RALSTON’S HARDWARE STORE. 


EDINBURG, IND. 














a new furnace or whether your old 
one required repairing, the chances 
are the appeal would catch your 
eye. “All work guaranteed” is a 
strong point. Furthermore, it will 
be observed that the Ralston store 
doesn’t say “Let us sell you a new 
furnace,” but “Let us figure with 
you” on one. Such good advertis- 
ing is no doubt backed by good 


enough salesmanship to close the 
deal. 
** * 


Fortunate is the man who can 
dramatize his own job, discover in 
it all the dramatic factors which are 
so widely diffused in human rela- 
tions and derive real enjoyment 
through selling his goods. 





































































32 





Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


Non-Ferrous Metals Prices 
Strong, Buying Moderate. 

With strong markets prevailing 
for copper, lead and zinc, the week’s 
non-ferrious marfxet reflected the 
condition of producers who are 
well sold up for the current year. 
Copper quotations remained at 
13.87% cents for electrolytic, with 
a few sales at 14 cents. With lead 
at 7 to 7.25 cents, spot delivery New 
York, and an East St. Louis base of 
6.85 cents, the market was quiet, 
with new orders not plentiful and 
buyers shy. Zinc was quoted in the 
New York market at 7.15 to 7.20 
cents, East St. Louis. 


Copper. 

For deliveries through the first 
quarter most of the copper selling 
agencies have returned to the 14 
cents delivered price for electro- 
lytic. Actual business has been 
done in good volume with domestic 
consumers at 13.87%c, delivered, 
but sellers at this price have become 
scarce. The heavy shipments in 
October, estimated at over 90,coo 
tons, and the recent improvement 
in the export sales to Germany and 
France have stiffened the market. 
Export sales were made the past 
week at 14.12%4 cents, c.i.f. for- 
eign port. 

Foundry buying of copper has 
been good. Some of the principal 
casting copper refiners are booked 
through to the end of the year and 
are asking 13.50 cents, f. o. b. re- 
finery. 

Buying of finished copper and 
brass products has fallen off some- 
what recently but most of the large 
wire drawers and brass mills still 
have orders booked which will keep 
them busy for the next two or four 
months at the present rate of oper- 
ations. 


Zinc. 


Some sellers of zinc have with- 
drawn and ceased their efforts for 





orders, but there is still a certain 
amount of selling pressure with a 
total absence of buying interest, and 
in consequence the tone is easier. 
November and December are quot- 
able nominally at 7:15 cents to 7.20 
cents East St. Louis basis. The ton- 
nage that could be bought at pres- 
ent prices is probably not large, but 
quite sufficient on an unwilling mar- 
ket to have its effect. 


Zinc sales for export were light 
this week, but total sales the past 
three weeks for shipment to Great 
Britain, France and Germany ag- 
gregated over 15,000 tons. Domes- 
tic demand has been rather light. 
Prime western sold up to 7.40 
cents, East St. Louis, for prompt 
shipment, recently, but subsequent- 
ly reacted to 7.20 cents on profit 
taking resales by dealers. High 
grade was quoted 8.25 cents, deliv- 
ered. 


Lead. 


With the principal lead producers 
sold up to January I, the current 
published prices are nominal. Pig 
lead for shipment this year is quot- 
ed at 7.25 cents, New York, and 
6.85 to 6.95 cents, East St. Louis, in 
the outside market as against 7 
cents and 6.80 cents by the leading 
interest. 

In the New York district the 
shortage has been keenly felt and 
has been intensified by the continu- 
ous traffic delays. 


Solder. 


Chicago warehouses quoted sol- 
der prices as follows: Warranted, 
50.50, per 100 pounds, $24.00; 
Commercial, 45-55, per 100 pounds, 


$22.50; and Plumbers’, per 100 
pounds, $21.25. 
Tin. 


With the dullness of the domestic 
tin market reflected abroad, prices 
reacted from the high level of last 
week, closing quotations for Straits 
tin, spot and nearby, being $36.37 


\ 


and for futures, $36.30. It be- 


“ comes increasingly evident that the 


failure of America to support the 
advance has interfered with the 
program of the bull party abroad, 
and there are many who believe that 
the upward movement is over for 
the time being. As there is only a 
thin market to sell on at present the 
large holders of stocks will have to 
wait for a more favorable time to 
liquidate, that is unless the outside 
speculators in London should be 
seized with another spell of bullish 
enthusiasm. 

Easier Sterling Exchange also 
caused an easing of prices. Ninety- 
nine per cent tin continues to be 
quoted at from 3% to a cent below 
Straits. 


Bolts and Nuts. 


New bolt, nut and rivet orders 
are reported small. In the Chicago 
market specifications for nuts and 
bolts have fallen off but sellers are 
holding firmly to the September dis- 
counts and believe that business will 
show a revival at the first of the 
year. There is no decline in con- 
sumption; in fact the automobile 
industry demand is running better 
than ever before at this season. One 
Chicago plant has exceeded all pro- 
duction records this month. 

First quarter inquiries are being 
made in the Pittsburgh district. The 
impression is that prices will _re- 
main unchanged. Railroads as well 
as car and locomotive repair shops 
are in the market for fairly large 
tonnages of bolts, nuts and rivets. 


Nails and Wire. 


Chicago prices for nails and wire 
remain unchanged. Specifications 
for wire are lighter but whether this 
is a temporary recession or portends 
a gradual slackening in business 


such as generally obtains during the 
winter season cannot be ascertained. 
It is notable, however, that the lead- 
ing producer has not been able to 
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Ilustrations show elbows of{ ali angles from 10 to 90°. 
Note how.close each cluster of elbows hugs the walls. 









Use short angle elbows to get around sills, 
cornice mouldings and all other projections, 
thus preventing the commonly 
known soldered break in the pipe. 

By using combinations of this 
kind, soldering is not necessary 
as elbows fit into each other 
very snug and the small opening 
at the joints will permit sewer 
gases to escape, thus increasing 
the life of the entire spout. 

These elbows are made 
in all designs and your 
dimensions can 
be arranged 
right on the 
job. 





















eee 


This Emblem of 
Quality is stamped 


in each. 





ett ee: 
~~ 





THE FERDINAND DIECKMANN COMPANY 
P. 0. Station B Cincinnati, Ohio 
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increase operations and that buyers 
generally have not accumulated any 
stocks. Business from the South is 
unusually. good and open weather 
has prolonged the demand for nails 
in certain sections of the West and 
North. 


Pittsburgh reports more or less 
heavy bookings of smooth wire, as 
well as nails, but on barbed wire 
and fencing, orders are not so large. 
One Eastern Pennsylvania pro- 
ducer is reported to have turned 
Gown a considerable amount of wire 
business. 


Jobbers are ordering nails of var- 
ious sizes, and the aggregate volume 
on the books of prominent produc- 
ers soon will tax their potential out- 
put. Plain wire is still quoted at 
2.45 cents, and nails, at 2.70 cents, 
Pittsburgh base, with one of the 
leading interests quoting a dollar in 
advance. 


Tin Plate. 


Tin plate producers in the Pitts- 
burgh territory continue to receive 
specifications from large car manu- 
facturers, particularly those that 
supply the salmon industry of the 
Northwest. 

Talk among buyers and sellers 
alike seems to be centered on the 
price for the coming year, yet pro- 
duction is really large for the sea- 
son, running at nearer 600,000 than 
500,000 base boxes a week. The 
leading interest is expected to an- 
nounce its first quarter price this 
week. In the meantime the market 
for the present remains at $4.75 per 
base box, Pittsburgh. 

Independent tin plate mills seem 
to be picking up business right 
along, although the market presents 
a superficial appearance of quiet- 
ness. At any rate they are running 
fairly well, at say 60% of capacity, 
and do not seem to be making any 
tin plate for stock. Current sales 
seem to be at the full price of $4.75, 
though a slight quantity differential 
may possibly be given occasionally. 
At any rate the market is much 
stronger at the price than it has av- 
eraged in the past since the price 
first become the official or regular 
price. 


Sheets. 

One of the leading Chicago pro- 
ducers has opened its books for first 
quarter delivery for sheets, and is 
taking orders at the same prices it 
previously quoted, namely, 2.50 
cents, Pittsburgh, for blue annealed, 
3.35 cents for black and 4.35 cents 
for galvanized. A number of east- 
ern independents continue to take 
some prompt business in this mar- 
ket at the same prices. 

The Pittsburgh market on black 
sheets weakened considerably, one 
Ohio mill recently entering the mar- 
ket at 3.25 cents, or ten cents under 
the market. This tendency does not 
apply to galvanized sheets, due pre- 
sumably to the stiffer prices, in spel- 
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ter. Automobile sheets continue at 
4.70 to 5.00 cents with an uninter- 
rupted demand. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district which should be con- 
sidered as nominal are as follows: 
Old steel axles, $18.00 to $18.50; 
old iron axles, $24.50 to $25.00; 
steel springs, $20.50 to $21.00; No. 
I wrought iron, $18.00 to $18.50; 
No. I cast, $16.00 to $16.50, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 9 cents ; light 
brass, 5 cents; lead 434 cents; zinc, 
334 cents; and cast aluminum, 14 
cents. The demand for nearly all 
lines is heavy. 


Iron and Steel Prices Lag as Production 
Sets New High Mark for Past Two Years. 


Consumption Keeping Pace but Buyers Are 
Holding Off—Chicago Prompt Iron Is $30. 


PERATING close to 80 per 

cent capacity, the iron and steel 
industry set a record for the week 
which has not been surpassed in 
two years. The independent sheet 
mill output has been lifted to the 
highest point ever reported statis- 
tically, scoring almost 92 per cent 
in October. 

With operations well sustained 
at the high rate recently reached, 
consumption of steel keeps close 
step with production. Mills still 
have overdue deliveries of consider- 
able volume and are counting on op- 
erating at the present rate well into 
the first quarter of 1923, barring 
winter blockades. The inquiries of 
railroads have added 175 to 225 loco- 
motives and nearly 7,000 cars to 
pending lists. Activity in fabricat- 
ed steel work is still promising. 


In the Chicago pig iron market, 
buying is light and confined to pur- 
chases for prompt shipment. Fur- 
ther price concessions seem to be 
seen by users, but their pressure for 
deliveries against contracts is indic- 
ative both of the maintenance in this 
territory of the melt and of de- 
pleted stocks. 


Little first quarter business has 
been placed, but melters are show- 
ing more interest in their require- 
ments and sounding for prices. 
Prompt iron demands a maximum 
of $30 base furnace. The market 
is weak, but the furnaces are low 
in fuel, and a severe turn of the 
weather for any period of duration 
would seriously cripple production. 

The slump in the Pittsburgh mar- 
ket continued, with prices falling 
50 cents to $1 below last week. Pur- 
chases are withheld and only small 
lots are being placed. Shipments 
were aided by the lifting of the em- 
bargo by the Pennsylvania for the 
four days of the week. 

As low as $27, valley, now is 
quoted on basic and the market 
spread is $27 and $28. Producers 
are quoting Bessemer at $31.50, but 
intimate that if enough business 
were booked at $30 they would go 
into blast. 

The malleable market is untested 
at $29, valley, and tonnage probably 
would develop a dollar higher price. 
No. 2 foundry (1.75 to 2.75% sili- 
con) is down $1 to $27.50 and $28.- 
50, valley. 
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You lay them right over the old roof. 
There is no exposure. Then again, 
they are fire and lightning proof. And 
as to durability---some laid thirty- 
three years ago are still tight. 


COURTRIGHT 
Philadelphia 



























PERFORATED METALS 


Beg 


An Sizes pry Shapes of. of Holes 
In Spool, Zinc, Brass, Cop Tinplate, etc. 
For All Screening, Ventilating s and Draining 


EVERYTHING IN PERFORATED METAL 


THE HARRINGTON & KING PERFORATING @ 





mod (@M 1@). 80, 0m 6), 110), me) ie CHICAGO. Ly uv S A.* of 
ry peeseces| 


Thon, *"“NEW YORK OFFICE 1 

















Sheets 


SPECIAL— 


400 Squares No. 26 
Galvanized Corrugated 
8’ 0” and 10’ 0” Lengths 


$4.10 Per Square 


HIS is all prime quality and can be 23” 
or 13” corrugations—immediate ship- 
ment from Chicago. 











Send for our Special Stock List 
of bargains in black sheets. 


THE SYKES COMPANY 


2264 West 58th Street, 
Chicago, III. 





3 times more 
air exhaust 


with the AREX e=m, 


N you install an AREX VENTILATOR 
you can guarantee the greatest possible exhaust 
and efficiency. It is storm proof has no mov- 
able parts, is strong, rigid and light. Easy to install 
and it never fails. The Siphonage principle assures 
natural, even and effective ventilation. 


You will have large profits and sales with the AREX. 













are eg 
er 


Write today for catalog and discount list showing AREX 
reasonable prices. 


AREX COMPANY 
111 W. Washington St., Chicago, Ill. 














‘STANDARD 














ly of the rotatable type and swings ab- 
} Repenee free in the slightest draft. 

The construction is scientifically correct 
and unusually strong. It works per- 


fectly i in all kinds of weather and handles 
50% more air stationary ve:tilators of 
equal size. Pn ane your jobber, Write for 


Manufactured by 


STANDARD VENTILATOR CO. 


LEWISBURG, PA. 




















INLAND 
COPPER ALLOY 
SHEETS 


REDUCE SHOP COSTS 


Increase the Life of 


Furnaces, Tanks, 
Roofs and Ventilators 


INLAND 


STEEL PRODUCTS 


INLAND STEEL COMPANY 





38 South Dearborn St. Chicago 
Works: Branch Offices: 

Indiana Harbor, Ind. Milwaukee St. Louis 

Chicago Heights, II. St. Paul 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS 





PIG IRON. 


Chicago Foundry. . 
Southern Fdy. No. 


30 00 


D é¢édbgneecaaes 29 01 to 30 01 
Lake Sup. Char- 

CC ee 36 16 
Malleable ....... 30 00 


FIRST QUALITY BRIGHT 
TIN PLATES. 


Per Box 
Ic 14x20 112 sheets $10 00 
Ix" ita naweas 11 25 
IxXxX ES 660 wad wen 12 60 
IxxxX Diss oceasoes 13 90 
IXxxxX Det es esbooses 15 25 
Ic iwdcseecesen 20 00 
Ix DCs esinéaoons 22 50 
Ixx ee 25 20 
IxXxxX eee 27 80 
[XXxXX ee 30 50 

COKE PLATES. 

Cokes, 180 Ibs... 20x28 $11 80 
Cokes, 200 Ibs... 20x28 12 00 
Cokes, 214 Ibs...IC 20x28 12 35 
Cokes, 270 Ibs...IX 20x28 14 10 


BLUE ANNEALED SHEETS. 


Pe tc benwndeet per 100 Ibs. $4 00 


ONE PASS COLD ROLLED 


BLACK. 
Ss er per 100 Ibs. $4 65 
es Ns :«0 avane per 100 lbs. 4 70 
ari ana arcing per 100 lbs. 4 75 
Pere per 100 lbs. 4 80 
Fe ae. per100 lbs. 4 85 
ee eee per100 lbs. 4 95 
GALVANIZED. 
i ere per 100 lbs. $5 10 
i. BOs os exes per 100 lbs. 5 25 
3 | ee per100 lbs. 5 40 
SS eee ee per 100 lbs. 5 55 
eS ere per 100 lbs. 5 70 
are ee per100 lbs. 5 85 
We Mate ded Heine per100 lbs. 6 35 
BAR SOLDER. 
Warranted. 
Dee cee cea per 100 Ibs. $24 00 
Commercial 
aa per 100 lbs. 22 50 
Plumbers -Per 100 lbs. 21 25 
ZINC. 
PRD cian Gatsdove canada 8 26 
SHEET ZINC. 

Cask lots, stock............ -10%c 
Less than cask lots....... -10%¢c 
COPPER. 

Copper Sheets, base......... 21%e 
LEAD. 

American Pig ...... -$ 7 75 
I Ma isd ase ang 0 iaelecd ask wae wstkie 8 50 

Sheet. 
Full coils .. per 100 lbs. 10 00 
Cut Colle ..... per 100 lbs. 10 25 
TIN. 
EE Sa ee per Ib. 38%c 
ID ara ote te tats areas elt ees 41c 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 


CESSORIES. 
ADZES. 
Coopers’. 
DEE oct vecvecececdceane Net 
CO, See Net 
MMUNITION. 


Shells, Leaded. Peters 
Loaded with Black : Powder 18% 
Loaded with Smokeless 


POWER ccccsssccccescoee 8% 
Winchester. 
—— Repeater 
hee 20 & 4% 
Smokeless Leader 
(sins menen eens 20 & 4% 
Black Powder .20 & 4% 
‘Nitro Club ........... 20 & 4% 
BOGE cccvecccvcceseus 20 & 4% 
Pt Ce «cceneaneees 20 & 4% 


Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7%% 
9-10 gauge 10&7%% 
™ 11-28 gauge 10&7%% 


ASBESTOS. 
Paper up te 1/16. ...cc<:; 6c per Ib. 
Rollboard 
Millboard 3/32 to %.... 
Corrugated Paper (250 


sq. ft. to roll)....$6.00 per roll 
AUGERS. 
Boring Machine.......... 40&10% 
Carpenter’s Nut .......ccceee 50% 
Hollow. 
Stearns No. 4, doz.......... $1150 
Post Hole. 
Iwan’s Post Hole and Well 5% 
wees erecosceeesseeseseseees 0 
Vaughan’s, 4 to 9 in..... $15 60 
AWLS. 
Brad. 
No. 3 Handled..per doz. $0 65 
No. 1050 Handled sit 1 40 
Patent asst’d, 1 to 4 - 35 
Harness. 
COMmBEBOR 3 ..eccces per doz. $1 05 
POSES ccccccces ” 1 00 
Peg. 
Shouldered ..... = 1 60 
Patented ....... ™ 75 
Scratch. 
No. IS. Socket 
Handled ...... per doz. $2 50 
No. 344 Goodell- 

PvGst, Tt BGR. cc ccs. 35-40% 
No. 7 Stanley..... per doz. $2 25 
AXES. 

First Quality, Single 


Bitted (unhandled), 3 to 






4 TR, BOP GOB. cccccccove $12 00 
Good Quality, Single 

Bitted,, same weight, per 

Cb sunaceeesdecetaesenee 11 00 

BALANCES, SPRING. 

Universal. ° 

Sight Spring...... List less 25% 

Straight... -List less 25% 

BARS. _ CROW. 

Moeek, 6 Gig Be Biksccscvvescs $ 80 
Steel, 5 ft., 18 tb cnacaewawes 40 
Pinch bars, 

ff ye 2 aE. 1 60 

BARS, WRECKING. 
Vv. B. No. Rnaons -$0 34 
¥,.@&m Be. _36.. . 0 43 
Vv. & B. No. 324 - 0 57 
.— = | Se Serer. 0 48 
Vo BH BH WO, BG ccccvccccccs 0 63 
BEVEL, TEE. 

Stanley's Rosewood handle, new 

ML. ssscantdesrabesscendeees Nets 
Stanley from Randle. .c.cccce Nets 

BINDING CLOTH 
DD spas ee beeebntoeeesenacne 55% 
PD £5656 956060600+ 000040 40% 
BPE, BURGE scccccccccscess 60% 
BITS. 


All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 27 
Screw Driver, No. 1, each 16 


Reamer, No. 80, each... 41 
Reamer, No. 100, each... 41 
Countersink, No. 13, each.. 20 


Countersink, Nos.14-15 each 27 
BLADES, SAW. 


Atkins 30-in. 
| ree 


40 26 
$8 90 $9 456 $6 40 





BLOCKS. 
WOOREOR cccceccasesscveccees 45% 
PROOME ec ccccccccccecoccccess 45% 
BLOW TORCHES (See Firepots). 
BOARDS. 
Stove. 
26x26, wood lined 
28x2 a “ “ 
30x30, 9 - 
26x26, paper lined... 
28x28, Lt oe 
30x30, ” » 
Wash. 
No. vee. Banner Globe 
(single) ....... per doz. $5 25 
No. 652, Banner Globe 
(single) ....... per doz. 6 75 


No. 801, Brass Stine” per doz. 8 25 
No. 860, Single—Plain 


PUD ccccccseccoccccecs 25 
BOLTS. 
Carriage, Machine, etc. 

Carriage, cut thread, %x6 
and sizes smaller and 
GROTEOP ccccccsescccccces 0% 

Carriage sizes, larger and 
longer than %x6...... 40-5% 

Machine, %x4 and _ sizes 
smaller and shorter..... 50% 

Machine, sizes larger and 
longer than %x4........ 75% 

SE pee keee phavnecs oes 75-10% 

Mortise, Door 
Ph Dn srckenebeencosones 5% 
Gem, bronze plated......... 5% 
Barrel. 
7a ee ree Net 

So rrr eee - 

Wrought, bronzed ......... ” 

ush. 

Te ~cdinekeekaewaele we Net 

pring. 

it ke indeed aw eA-ee ” 

Wrought, heavy ........... - 

Square. 
ME dvbtwdiewincwexnue< ” 
BOXES 
Mail. No.. 2 4 10 
Per doz. $18 00 $23 00 $29 00 
Cast Iron, 
i > apabeede oeene secon $9 50 
Mitre. 
"5 SPCerrerrer. Net Prices 
Stearns, No. 2..per doz. $30 00 


BRACES, RATCHET. 


= & Be Bk Bee B Oe. ce ens $4 54 
7. & Be Bee SG Mh... oes 89 
we me BO. Bee 8 Whee cwses 3 55 
_A 2 2 Se Ff ea 3 02 

BURRS, RIVETING. 
Copper Burrs only......... 40-5% 
Tinners’ Iron Burrs only..... Net 

BUTTS. 

Steel, antique copper or dull 

brass —— lots— 
3% x8% - - per dozen pairs $3 ee 

“ “ 4 
ier "Bevel steel inside 


sets, case lots— 


(ose wer eehe er dozen sets 7 20 
Steel bit keyed front door 
SOUR, GUE scdencccavenss 1 80 
Wrought brass bit keyed . 
front door sets, each. 3 30 
Cylinder front door sets, 
CE &ctadeutwssaeunes ees 7 60 
CALIPERS 
DE nb bh 56S 08400064 04068 Net 
Wine and Outside.......... ms 
CARRIERS. 
ay. 

Diamond, Regular...each, net 
Diamond, _ Sling...... ” - 
CASTERS. 

Standard—Ball Bearing. 
RbSOG6SOOCCREORO CEO SS 50 & 10% 
Pree Pree 40% 
Common Plate. 
MUOED WRG! cccccccccscess 5% 
Iron _ , Saae wheels, 
Philadelphia "Plate, “new 
eevecceececesevescanes 50% 
Martin’s bbhiiead eka ee 40% 
CATCHERS, GRASS. 
: Bncterenean per doz. $12 25 
De Ts os cesnsne pts 14 01 


CEMENT, FURNACE. 


American Seal, BA Ib. cans, net$ 45 
lb. cans, “ 9 


” 7 38 lb. cans, 2 00 
Asbestos, 5 Ib. cans 45 
SE eer per 100 Ibs. 7 51 


CHAINS. 

Proof Coil, %” 100 Ibs....$ 8 75 
Weldless Coil, ..........0.. 0-5% 
Electric Cow Welded Ties, 

No. 00, 4%, per doz...... 2 85 
Safety. 

12 yds., POF BOR. .ccccces 76 

500 ft. spools, per ft.... 02 

CHALK, CARPENTERS’. 

MD sccwcvcsseees per gro. $2 00 
it cstanuwemenes o ~~ 7S 
eer ” ~ oo 
Common White 

School Crayon... “ - 22 

CHIMNEY TOPS. 

Iwan’s Complete Rev. & 

Ws. 6cn0005b4064000460600 
Iwan’s ire Bountings only. “3a 

HECK, DOOR. 

Ce no 00 00etesseereses Net list 
BO cccaneeccaenseces Net list 

la CHISELS. 

V. & B. No. 25, %in., each $0 26 

V. & B. No. 25, % in., each 41 
Diamond Point. 

V. & B. No. 55, % in.. 0 31 
V. & B. No. 55, % _in.. 220 48 
Firmer Bevelled. 

a Nose. 
Vv. & B. No. 65, % fm..... 0 29 
V. & B._No. 65, % in..... 0 40 
Socket SE. 
Cape. 
V. & B. No. 50, % in..... 0 31 
V. & B. No. 50, % in..... 0 67 


CHUCKS, DRILL. 
Goodell’s, for Gootet's Screw 





eee less 35-40% 
Yankee, for Yankee Screw 
DUEVETS ccccccccccnececces 6 00 
LAMPS 
Adjustable. 
MEET ccccnccocscnsovees 30% 
We. GR, BarOW. cccccscceses 0% 
No. 100, Door (Stearns) 
, accteacessesoecené 2 00 
Cabinet. 
i, e690 6660000060064048 20% 
Carpenters’. 
Steel Bar..List price plus 20% 
Carriage Makers’. 
ae — oe doz. $ 7 00 
wae 14 00 
“ 28 00 
ss - * i 42 00 
Hose. 
snermagrs brass, %-inch 
DOF GOB, .ccccesecsccces 0 48 
Double, erase, %-inch, per 
i vschae ae whe ee ease 20 
Saw Filers. 
No. 1, Adjustable 
(Stearns) doz. ....... $ 8 75 
CLAWS, TACK. 
Wood hdl. No. 10.per doz. $1 15 
Forged steel, wood hdl. 2 15 
Pn BEE staccdevece sd 3 26 
PREG ee » 50 
CLEVISES 
BEGRIORNED cccccccncecceses 10c Ib 
CLIPPERS. 
ae (Gasetan). 
Tiaee seep eeUwasaen $2 50 
No : £64065S0604000000008 3 25 
We Bireeccdsosencecedsese 4 25 
CLIPS. 
PEE chicacceswounecnen 65 & 5% 
Damper. 
Acme, with tail pieces, 

DOF GOB. .occccccccccees 1 35 
Non Rivet tail pieces, 

OP GO, cacocceccesesese 25 
Non Rivet Sc ccasecess 90 
TP? csteshccsceetdeeen s 56 

COLLARS, STOVE PIPE. 
Lacquered. 
SRGMOS coccceeve 5 6 7 
Fancy pattern, 

Ser GOR. 4000s 65c T5e $4 00 
COMPASSES. 
COEPOMOOTT 6. 6wsssssccesececes 15% 
COPPERS—Soldering. 


Pointed mecine. 
3 lb. and heavier....per Ib. 40c 
- 4 


BH Wewccccsccccccsces 5c 

2 ID. ccccccccecvesces = 48c 

BM Tic ccccccccccececs ” 55c 

BD  BBkecccccccceqecess ag 60c 
CORD. 

No. 7 Std. per doz. hanks..$ 9 85 
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QUALITY & BEAUTY 
ART METAL CEILINGS 








AND 
SIDE WALLS 
QUALIT Y—onl A a quality material is used in 


making FRIED - VOSHARDT ART METAL 
CEILINGS AND SIDE WALLS. 


BEAUTY —is necessary for the complete and 
lasting satisfaction of your customers. 


Having one of the finest equipped sheet metal plants 
in the country and employing only skilled workers en- 
ables us to serve you with QUALITY goods having 
the BEST DESIGNS. 


WRITE TODAY FOR CATALOG No. 33 


FRIEDLEY-VOSHARD7 CO. 
OFFICE FACTORY 
733-737 S. Halsted St. 761-771 Mather St. 


CHICAGO, ILLINOIS 


NATTA HL 


Mn 








Pe Te ee ee ee TTT TTI TL Nits 








Steel Ceilings 
Side Walls and Cornices 


Only first quality material used 
Many neat designs of character. 


Write today for our complete cata- 
log giving descriptions and prices. 


THE W. J. BURTON CO. 


Junction Ave. and Federal St. and ° e e 
436 Penobscot Bldg. Detroit, Michigan 

















NEW CHICAGO 
ROTARY’ SLITTING SHEAR 


Used in Connection with a Cornice Brake 


Guaranteed Will Split 
a Sheet 
to Cut - 
24-Gauge Cut Strips 
‘ at 
fron ‘? Any Angle 





Write now for information 


_MAPLEWOOD MACHINERY co. 


Dealers in New and Used Machinery 
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KANT -BREAK 
LADDER 


HAT’S.the name 

of the ladder and 
also the reason why 
it can hold the ag- 
gregate weight of 
six men. 


A Steel Rod in each rung 
A Steel Insert on both edges 
of each upright and 


only the best materials 
used in its construction. 


That’s the proof of why 
they can’t break. Con- 
tractors who believe in 
“Safety First” buy the 
best ladder— 


KANT-BREAK 
Walchli Mfg. 


4711 St. Louis Avenue 





Company 
ST. LOUIS, MO. 




















SSUAUUTTESTUATAOMAA EAA LETT HALT Ati UL 


| THE 
| HESSLER 


PLUMBERS 
ROOF FLASHING 


The very best 
one made 


The Plumbers Know 
Write for particulars today 


H. E, HESSLER CO. 


Sole Manufacturers 


SYRACUSE, NEW YORK Former Manufacturers of the McGutre 


HULU YNNULTNGUNENE ETNA LANNE 





AUUUNALUDALAUAELIELT ———h 











q Idid NOW, 

















Mme 





ST 








” 9547-49 Fullerton Ave. CHICAGO, ILL. * 


ILLINOIS ZINC 
COMPANY 


332 So. Michigan Ave., Chicago, III. 
280 Broadway, New York City 
1331 Filbert St., Philadelphia, Pa. 


Smelters and Rolling Mills, Peru, Ill. 
Established 1870 


ZINC SHINGLES 
THE ROOF THAT'S ALWAYS NEW 

















Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 


Made of Cost no more 
Keystone = Lasts longer 
Copper Bearing Therefore 
Steel ; Cheapest 


CLARK-SMITH HARDWARE Co. 


PEORIA, ILLINOIS 
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COTTERS, SPRING. 
All size ...... 
COUPLINGS, HOSE. 


eeeeeeer 





-++-87%% 


Brass.......-+++-++-per doz. $2 25 
CUT-OFFS. 
Standard gauge...........++.86% 
26 ERE EI + 20% 
Kuehn’s Korrekt Kutoffs: 
Galv., plain, round or cor. rd. 
Standard gauge ........... 0% 
BE GAMBO ccoccccccccccccces 10% 
DAMPERS, STOVE PIPE. 
Diamond. 
0 arr per doz. $1 60 
Cast “American.” 
© GG OOF COG... cccccccce $1 50 
. ex lle FE 2 26 
ise ee Oe 3 60 
= oT, Oe  Saaeeetiaias 5 40 
ie a nage Pre 6 75 
— - - Vesavesene 8 00 
h , 
fo Se ere $1 00 
. = * eegeebesaseer 1 25 
= ivi nineanae 1 60 
_— W guankins eeées 1 75 
| es pear eeepende 2 25 
Steel Hot Air. 
ee ae Cs icececee’ $2 50 
-.  neendcatad® 75 
ee pohiader ss er rer 3 00 
137 « ee ge Oe are ee 3 60 
_— Fs Fr aekiesad 4 50 
DIGGERS. 
Post Hole. 
Iwan’s Split Handle 
(Eureka) 
4-ft. seenGie. . - per doz. $14 00 
7-ft. Handle...perdoz. 36 00 
Iwan’s Hercules pattern, 
OEP Gh, ocscadeces ° - 14 90 
DRILLS. 
Vv. & B. Star, 12- -— Sse 
%, 6/16 and %, each..... 25 
CR Wa dan dee a sons 36 
) ae S60 60 00000604004 0-08 54 
CS SES oan 81 
Vv. & B. , — Length. 
5/16 and %, eac 5 @& 
, FF ere 45 
ok bind ewes 660 om:6 63 
Sle Se. 6 b608ee dee eeeees 1 05 
EAVES TROUGH. 
artes of Standard List. 
Galv. Crimpedge, crated..... 15% 
ELBOWS—Conductor Pipe. 
Galvanized Steel, Tin and Terne 


Plain Round or Round Corrugated 
% 


2 to 6 inch, Std. gauge ..65 
“+ «ee 
-20% 


2 to 6 inch, 26 gauge 
2 to 6 inch, 24 gauge 
Milcor 


ee ee ee es 


: ~ s plain or’ corrugated, round 


Crimp. Std. gauge........ 65% 
* aouee ro Ds 4 enee 45% 
auge ee 15% 
Square ‘Geeweguted ed. . 
Standard gauge .......... 50% 
ME Seneets 64040-0000 30% 
EE See ie ae wie 4.o.aineee 
Standard  ckekenmand 50% 
CE cn6e ede e ewe bewace 35% 


Standard Gauge Conductor Pipe, 


Plain or corrugated. 
Not nested 


ELBOWS—Stove Pipe 
1-pitece Corrugated. Gnlterm. 


eeeccce veces 70 £ 5% 
& 5% 


On: cacesenen Stisddnsease $1 os 
ED teak aed athint ede eked as a 1 54 
WOE: cehintiindead ce dk ates és 1 98 
Special Corrugated 
Doz. 
6-inch ..... pedéhdecdceataud $1 27 
Sd a oii aie ic a 76 
Uniform, Collar Aajustaine, 
Doz. 
I Sila ocala tac te wedi ating an ad $1 76 
I, aS ahi oh cari aed eth ae 98 
CE Spal ec ants aang prea 2 48 
WOOD FACES—50% off list. 
Lawn f tee ‘ 
ence, single space, 
36-inch ‘ erin pn aia 12 
Lawn fence, “single space, 
EY 25 kts ian acai ate ale hats 10 20 
Lawn fence, double space, 
DE. dthanhaneds-weeaes 12 60 
Lawn fence, ‘double space, 
eS Pepe trees: 4 13 75 
Field fence, 26-inc 10 
foe and bottom Me Mitng 26 50 
Same, 6 filling........... 33 82 
7. ona ‘tte mde mii » 
ottom filling 30 34 
Same, 6 filling.......... ° 39 41 
FILES AND RASPS. 
Heller’s (American)....... 65-5% 
Glenaiay s.0-nes-« dana 
TN tnhh-0 00 dee << ° 
Black stamend 0-5% 
Eagle EG eee. 60-10% 


deh deo6seen'ce earn 
SE “cinhidnececue 
ee Barton Smith. 





. 60% 
rr 50-10-5% 


FIRE POTS. 


Clayton & Lambert’s. 
East of west boundary line of 
Province of Manitoba, Canada, 
No. Dakota, So. akota, Ne- 
braska, Kansas, Oklahoma, Am- 
— San Angelo and Larese 


-55 
Wont ast of above boundary line: B24 
Turner Brass Works. 
o. 43 Kerosene-Gasolene 
Master Torch, 1 qt...... $5 40 
No. 48 Kerosene-Gasolene 
‘Master Torch, 1 qt.. 6 73 
No. 95 Double Jet Torch, 
Gasolene, 1 aqt....... ° 6 95 
No. 30 Kerosene- Gasoiene 
Torch, 1 qt. (new line).. 6 48 
No. 33 Single, Jet Gasolene 
Tergh, 1 Gt.cccccocscees 6 93 
No. 53 wt, Furn. Galv. 
ng Tank with Bulb, 7 ¢ 7s 
No. “3 Plbrs. Furn. Galv. 
ag Tank with Pump, 7 
No. art Pib Furn. 
Straight Side. Steel Tank 
with Bulb, 7 pts........ 8 82 
No. 66 Plbrs. Furn. 
Straight Side Steel Tank, 
with Pump, 7 pts....... 9 54 
Otto Co. 
No. 1 Furn. Gasolene with 
large shield, 1 gal..... $ 6 75 
No. B Furn. Kerosene, 1 P 


gal. 
No 10 Brazier, Kerosene 
or Gasolene, 10 gals... 47 52 
No. 5 Torch, ——t or 
Kerosene, 1 pt.......- 
= x... Torch, Gasolene, 1 


see eee eee eee eeeee 


7 47 


pt. Trrrrrrrr errs eee ee! 


GALVANIZED WARE. 
Per doz. 
8-qt...$1 85 


Pails (Competition), 
1 2. 


eee eee ree ears eeeeeee 


No. 3 


GARAGE DOOR HARDWARE. 
BEMMIET cccccedecessccece All net 


GAUGES. 
Marking, Mortise, etc........ Nets 


re. 
Disston’s ........-. oaeeeen 25% 


GIMLETS. 
Discount....... ----65% and 10% 


GLASS. 
Single Strength, A. and B. 
Bie GOMOR. 2 cece ccseccece 83 & 84% 
Double Strength, A, all sizes 79% 
Double Strength, B, all sizes, 85% 


GLUE. 
Bulk. 
a EP scacedooss per _ Jb. ste 
ED. oseucesesee 
H. S. Amber........ “ $20 
Liquid. 
Army & NGVY...cccccccess 40% 
Le Page’s— 
BG “EE” ccceccacecsseees 37% % 
Me TEE 4066460400 e0e8e9 5 % 
Te - lr 25 % 
GREASE, AXLE. 
Wood Boxes. 
OED. occccces per gro. . +4 
Hub Lightning ......... 
Wood Pails. 
Frazer’s, 15 Ib., $1.00; 25 Ib., 
$1.50 each. 
Hub Lightning, 15 Ib., 90c; 25 


lb., $1.21 each. 
HAFTS, AWL. 


Common ‘oveeeen per doz. $0 35 
ex. 
Patent, plain top. 2 60 
Patent, leather top ” 80 
g. 
COMBEROR .cccceces m4 24 
eee ” 55 
oor HANDLED. 
All V. and B. Each, net 
Blacksmiths’ "Hand, No. 0 
26-oz. bieekteeenseeeena 1 00 
Engineers’ No. 1, 26-o0z..... 1 00 
Farriers’, No. 7, 7-0z........ 93 
Machinists’, No. 1, 7-oz. 78 
Vanadium, No. 41, 20-0z., ‘ 
ip adatwakn hae sams 5 
Vanedtem, No. 41%, 16-o0z., 
RR ee ee 45 
¥ B., No. 11%, 16-o0z., oe 
Garden City; No. 111%, i6- 
OM. ME sticdcnssec 87 
Tinner’s Riveting, No. i, . 
DE Hocknaa dae Gaceed ee 82 
Steel, No. 1, 13-0z., 
SE dia hawkeae-na id ieanne 5 
Magnetic 
No. 5, 4-02z., each...... 72 
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HAMMERS, HEAVY. 
Warrier’S .accccccccccccces 20% 


Mason’s. 
Single and Double Face... 


HANDLES. 


Agricultural Tool. 


4%-inch, plain...per doz. $3 50 


Auger. 
Common Assorted, per doz. $0 75 
vo Adjustable, Nos. 
& 3, DOF GOB.cccccccee 00 
aves! Adjustable, per set.. 1 35 
Axe 
Hickory, No, 1... oe doz. : 00 
Hickory, No. 2. 2 00 
lst quality, second growth 6 00 


Special white, 2nd growth 4 50 


Chisel. 

Hickory, Tanged, Firmer 

Assorted ......0. er doz. 55c 

Hickory, Socket Firmer, 

Assorted ........ per doz. 70c 

a errr rer errs 40% 

Weliting Pie ..cccccccccecs 40% 

Dh atvseatnnsaie per doz. $1 20 

Hammer and Hatchet. 

WoO, S BOP GOB. ccc ccessces $0 90 

Second growth hickory, 

DOF GOB. cccccccccccseces 

Hay and Manure Fork, Han- 

les, Strap and Ferrule 

C2used0see0n6eo8 per doz. $7 00 
Screw Driver. 

BRBOTOE cccccccecceces each 6c 
Shovel and Spade............ Net 
Soldering. 

Oe GOR ccc ccceessececes $2 40 

HANGERS. 

Conductor Pipe 
Milcor Perfection Wire..... 25% 

Eaves Trough. 

PN TAREE écccccescececes 30% 

Triple Twist wire.........ece 10% 

Milcor Eclipse Wire......... 15% 

Milcor Triplex Wire......... 10% 

Milcor Milwaukee Extension. .10% 

Milcor Steel (galv. after form- 
Set) Lae PEGS ccc cccceses 12% % 

Milcor Selflock E. T. Wire, 
BAM BRD ccccecctscccecess 40% 

HASPS. 
Hinge, Wrought, with staples. Net 
HATCHETS. 

Vv. and B. Supersteel. Each 
Broad, No. 1, 24-0z....... $1 43 
Broad. No. $, 32-0z....... 1 7 
Half, No. 1, 15-0z........ 1 25 
Half, No. 8, 27-02........ 1 37 
Cia, WO. FB, WOE.cccseee 1 31 
Claw, No. 2, 25-0Z........ 1 37 
Flooring, No. 1, 20-0z . 1 48 
Flooring, No. 2, 24-02 >. | 
Shingling, No. 1, 17-0z . | 
Shingling, No. 2, 23-oz. «sae 
Lathing, No. 1, 14-0z...... 1 20 
Lathing, No. 2, 17-o0z...... 1 25 

Vanadium Steel. 

Half, No. 62, 22-oz. -$1 82 

Underhill Pattern Lathing, 

DS GOW, B-Ghrccccccccees 29 
HINGES. 

Heavy Strap, in Bundles. 

S Be, Ge Bi ccccvceden 93 

5 ” = ww esaceetnes 112 

6 - = he ae 1 54 

s - sa 7 paket s aceon 2 55 
Extra Heavy T in Bundles 

G-ipehk, GOS. PPB. cs ccccces $1 41 

5 = 3 mw watceelaen 1 50 

6 - o0  * seedeneees 1 85 

8 “ ae ~~ andes cannes 3 20 

HOES 
ROE. ckbknsdediawecdeeissal vet 
HOOKS. 

Box. 

V. and B. No. 9, each....$0 26 
Conductor. 

Conductor hooks ....... 20-10% 

Oe eae 

“Direct Drive” Wrought 

Iron for wood or uetok. -15% 

Cotton. 

V. and B. No. 8, each.... 24 
Hay. 

V. and B. No. 1, each.... 26 
Bar Meat. 

V. and B. No. 26, %”, 

GRER ccccee eocccccececee 09 

V. and B. No. 28, %”, 

GE b0-00-60'e8 0 nebeene es 16 

Screw Meat. 

Vv. and B. No. 2, per gro.. 6 50 
Butchers’ “8S.” 

V. and B. No. 6, each..... 08 
V. and B. No. 8. each..... 11 
HOSE. 

Per 

%-in. 2 ply molded. .9%c ay B44 

mh, GORE sccccecices 8%c to » 

%-in. wrapped ..... 9%cto13% 
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IRONS. 
Charcoal ...... -Per doz. 11 00 
Common, polished, per 
BOO TRB.’ coccceses “~ 


No. 70 Asbestos. 
No. 100 5 net 


eee eens 


Common, pane plated 8 25 

Mrs. Pott 

No. 50 J. Enterprise, per Set Nets 

No. 55 J, 

No. 50 T, oa id bas 

No. 55 T, ™ ” * 
E. C. Stearns.’ 

No. OA Corner, doz. sets.$2 50 
No. OB = i a | 
JACKS. 

Wagon. 
Richard’s No. 1.per doz. $15 56 
Oliver, 
OS Peer $0 60 $0 80 
i. «¢o00naeaes 0 00 
Standard, 
Serr rer $0 60 $1 00 
Be «en oe ceecces 
eS 2 een 40% 
TE cocenceecoseonecteseeed 40% 
— 
Beet Toppin 
Clyde, 9- “g ” Scimitar Blade, 
GOB. coccccccccccccocveee % 
CROONER. ccccccevccesesese 
Butcher. 
Beechwood Handles, 6-inch 
DD ccocoewedeoneanaw an 25% 
eee Handles, ignpce: 
Dresiweos Handles, 3-inch 
Kreda eS CR OE re ee'es 25% 
dada inn pdecteesincens 25% 
Drawing. 
DE 2 cbs cou gen euewe wn 25% 
RESUEERTNO cccrevcancsccess 5% 
Barton’s Carpenters’ ...... 25% 
Hay. 
Iwan’s Solid Socket....... 25% 
PD. cceteadseeeeeds een 25% 
Iwan’s Sickle Edge........ 25% 
Iwan’s Imp’d Serrated....25% 
Hedge. 
CUO. cccccccnscceseue 25% 
eee GO Rsccccecicces 25% 
Putty. 
PE cacesonccesesetes 25% 
RTD 6054044 08000000068 25% 
Scraping. 
Dn SD “ccocsseudene 25% 
Cae 25% 
KNOBS 
Door, 
OO eaarrerre per doz. $2 ee 
POPOSIBIN ccccccce 
. eee 7 3 00 
LADDERS. 
Step. 
Commem, POF fh... cccccccse 28c 
Common, with Sheil? add 10c 
Dh Ccriceebencekeeedad wale 34c 
Challenge, 6 to 9 ft.......0.. 55c 
Se Ce Be Miwtennewesecmaand 60c 
LANTERNS. 
Per doz. 
Monarch tin, hot blast..... $ 8 25 
Dietz No. 2, cold blast..... 13 00 
Pe DEE - 6.04000 baeesees 25 
Competition lanterns No. 0 
SD «waneneecceehcneee 6 90 


LEATHER BELTING. 


From No. 1 Oak Tanned Butts. 
Extra heavy, 18-oz......... 35% 
BR own 0-000: 6.01840 40% 
Medium, 14%-0z........... 40% 
Ss, BO hace es cdececen 50% 

LEATHER LACING. 
Cut, atetetip Be. B.cccccesess 45% 
LEVELS. 
Disston, No. 28 Asst........ 22 05 
Yo. 18, 20 in., each 1 83 
as No. 22, 24 in., each 2 40 
= Shafting, 6 in.. 
- 6 in. gr. glass * 20 
- mee 2 Biisccccees 
ie Se FS eee 12 40 
" 24-26 in., each.. 1 02 
= 28-30 in., each.... 1 00 
LIFTERS. 

Stove Cover. 

Coppered ........ per gro. $6 00 
SE. «“Sedseescaue 4 75 

Transom. 

cg ee 55% 
LOCKS. 

Barn Door. 

No. 60 Stearns. Per, doz. $11 00 
No. 80 20 00 
MALLETS. 

Carpenters’. 

Fibre Head, No. 2, per doz. $12 00 

- No. 3, o 15 50 

- No.3% “ 20 50 
Round Hickory 

Latenawele per doz $3 00— 5 00 

Tinners’. 

BEEUEIOET cc cccsces per doz. $2 25 
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CHICAGO STEEL CORNICE BRAKES 
STANDARD OF THE WORLD 


lia 


TTT 


If You’ve Never Used 
Parker Hardened 
Sheet Metal Screws 
YOU SHOULD 


For it is the quickest, least expensive and most 
satisfactory way of joining and making fast- 
enings to sheet metal. 

You punch a hole like this, leaving the parts 
to be joined upset, as you see it here. 

—and you fasten the two together by driving 
the Screw up tight like this, with an ordinary 
screw driver. 

Simple—isn’t it—and the joint holds like grim 
death— 









TT] 
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TUUIUIUSUYLCUUEOUEETLCULEONEEUUOUL EEA TDU OATS 


VALE 


VS BEST BRAKE FOR ALL PURPOSES 

Most Durable, Easiest Operated, Low in Price 
Made in fads hs and to Bend All Gauges of 
Metal. Over 15,000in use. 


WRITE FOR PARTICULARS 


DREIS & KRUMP MFG. CO., 2915 s. Halsted Street, CHICAGO 


NTT EEL 


TTT 


Let us send samples and prices 


PARKER SUPPLY CO., Inc., NEW YORK 


Branches: Chicago, Philadelphia, Springfield, Minneapolis 


aie re iaeigs Whitney Pandh nor 
No. 5 Jr. , 
Whitney —— ae 

















PY 



























tnetalled fa Best by Test of Thirteen Years 
So LF avy Over 20,000 in use 
s. Simplest Construction, Fewest Paris. “usiest 


Operated and Changed. Made in 4 sizes. 


Punch 


No. 2 Punch—Capacity 5/16 thru % Iron. Length 


23 inches. “The Best 
Only Portable Channel Iron Punch on Market. Ca- b Test” 
pacity 4% thru % Iron. Punches to center of 4 inch y 





Channel Iron, with 1% inch flanges. 
All parts interchangeable with No. 2 
Punch. No. 8 Tinner’s Punch—Ca- 
. pacity % thru 18 


A sturdy Whitney Punch which will cut a ‘%-inch hole 
through No. 18 gauge iron. This model Whitney Punch 
is slightly crowned to eliminate friction so that all power 


gauge. is directed to the center of the punch. All wearing parts of 
Whitney Punches are hardened so they will withstand extra 
long use. The Whitney Line of Punches has met with 
No. 1 Punch— approval by thousands of users. If you need a fast, strong 
Capacity % thru but light and portable punch, you need a Whitney. Let us 
¥% Iron. tell you more about them. 


Write for our catalog and price list today 


WHITNEY METAL TOOL COMPANY 
93 Forbes Street, Rockford, Ill. 


UOTUALEUOUVAUEUN AULA 


EARLE’S 
VENTILATOR 





FTI OM 


Ask your Jobber, 
or write us. 


W. A. Whitney Mfg. Co., Rockford, Ill. 


SIN A qe 


















For Perfect Cutting, 
Durability and Strength 


PFERLESS STEEL 


SQUARING SHEARS IMPROVED 
terial, Foot of power treaie, Wo more ‘ a REVOLVING 


breaking or twisting of treadles if you usea 
Peerless. You should know all about the many dis- 
tinctive features of these STEEL Shears. 

Write for Catalog today. 
EWERT & KUTSCHEID MFG. CO. 
917 W. 49th Place CHICAGO, ILL. 


ir 
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ee 3 tee 









— 

It runs in a_ self-lubri- 
cating bearing that is not 
affected by heat or cold, 
It is noiseless and pro- 
duces an upward current = 
of air. No down draft. = 
It will satisfy and give 
you a good profit. 


BERGER BROS. CO. 


229 to 237 ARCH STREET 


WAREROOMS AND FACTORY: 100 TO 114 BREAD STREET 
_ PBILADELPHIA, PA. 7 


DUNNAUNNNUUEAUUNUUUuvuuu4uqucuvungatasauandnguqsnacunesauannenaanaernncandizvnnansznnneeagaecnnsueagasesezeceneeemn 


50-INCH FORMING ROLL 


This Forming Roll is built 


Please Mention in all standard sizes, with our 
Patented Opening Device by 


AMERICAN ARTISAN AND means of which it is opened 


and closed in a few seconds. 


HARDWARE RECORD Si ed ong of Ss 


t power 


When writing to advertisers Write for Catalog “R” 
BERTSCH & CO., Cambridge @ity, ind. 


CEEREEROURCRESERRTRERRCRCRRRERERRRERRCRERERORRRRRRRRRERRERERRRCRRECReeeeeeReRREE 


VIKING SHEAR 


Compound LEVER Handle — Removable Blades 


A child can work them 


Send for catalog today VIKING SHEAR CoO., Erie, Pa. 





us 










HOTTA 


C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 


oo of 


SHEET COPPER, BOTTOM LL COPPER, TINNED AN 
POLISHED COPPER, NAILS, ‘SPIKES. RIVETS, CONDUCTOR 
PIPE, EAVES TROUGH, ELBOWS, SHOES, MITRES, ETC. 


Branch Warehouses in New York, Chicago and St. Louis 
IUCVNNLUVCLUMIVMUOUANUAOINSARULOUUALAUUUUASLLOOUHLLULGLULULULLGDULULUTOLLULALLLULLLLL LLL L.A 
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a MATS. PINCERS. 
National Rigid .5&10&5% All V. & B. ° 
Acme Steel Flexible....... 60%. Carpenters’, cant steel, 10 on 
Each $0 43 $0 =. Pad 61 0 71 
MEASURES, Blacksmiths’, No. 10....... 0 64 
ee ee Nets 
Pen: GOR 20 <cnnec cde Nets PINS. 
Clothes. 
MITRES. Common, per box of gro. $0 95 
Galvanized steel mitres, and 
mignP® end pieces, outlets...30% PIPE. 
cor ae : 
Socecerseceeoseoeseosece Conductor. 
Galv. one pi t aye 
wece stamped 10% Plain  aeeen and Round Corru- 
gated. 
MOPS. 29 Gauge pen Di didanaenae meaty 
Cotton, Star (Cut, Ends). a vere eee 7 ? 
Pounds 12’ 15’ 18° 24/-3-o0z. 36 tC vette eee eeeee 0&5 % 
= ~ el ese. $4 00 4 35 5 50 7 00 24 etree ee een ene ene 70&5% 
UNUM ececccccsceseece 16%% “Interlock” Galvanized. 
EN” “Ge tastes daecceae 50 & 5% Crated and. wnested Fo 20% 
Sarre 
NAILS. Crated and not nested (oll 
Cat Steel os ee ED danke wetares 60-15% 
aia. eo ee 469 Sauare Corrugated A and B and 
eee ee ee ee ee Octagon. 
Wire. 2 Ue cccertencadeewad 65% 
NR is aad kane ibe aa 3 45 28 _ a ne ey 65% 
Cement Coated. 26 > 60st ekuudewan maou 65% 
Mmmall Lets .......ccccees 2 30 ee 65% 
Horseshoe. “Interlock.” 
EE ihe Sab accewmieed 55 & 5% Crated and _ nested (all 
eewert iebeReeeeauN 15% gauges) .........+--. 60-20% 
— wreceteteauwua a @ 5% Prices for Galvanized Toncan 
tar ..................80 & 5% Metal, Genuine O. H. Iron, Lyon- 
Picture. more Metal and Keystone C. B. 
ae ree aoe on application. 
ee Pe eee Stove, . . Sy 100 joints 
urniture...... 0... List ‘pl gauge, ine - ¢C. 
plus 18% DE t¢ivadeecevenneasd 15 40 
NETTING, POULTRY. 26 sause, 6 inch E. C ~ 
EE | catch dette ave. A takin ten 
Galvanized before meee: - 50 26 gauge, 7 inch E. C 
Galvanized after weaving. ..40% ES catch ciate ece 18 70 
28 gauge, 5 inch E. C 
Neil Cutting DET sedbbeteeucéeseee 13 20 
Be: Di edecis eocccestsC 28 gauge, 6 inch E. C 
Double sone: RE 6 cee odewsconcéeove 14 30 
ee Wi savdkceecuwes 76c 28 gauge, 7 inch E. C 
2 MOBTCM ..ccccccesccccecs 16 50 
OS eee 40 & 10% 30 gauge, 65 inch E. C. 
V. & B., No. 52, each..... $2 SEE dn ath-nd ed ne aed aa 11 00 
30 gauge, 6 inch E. C. 
eee NOZZLES DED inttdicliadeewemen — 222 
* 30 gauge, 7 inch E. C. 
~~ — eel se i a Beery 14 30 
T-Joint Made up. 
OILERS. DOE ivtsiancene per 100 38 50 
Chase Pattern 
Brass and Copper......... wygense at ony ll Pi a Fi 
Zine Plated .......... 40 & 10% a ee Oe Oe 
eee eee ee ee eee ee eee 70 
-— o0ase Stage i Pipe, Round 
oe a ee ee ipe ER. snkbacdated 
DE ssehicceanwd 50 & 50% Gajvontnes and Back Iron P 
Steel. pe, Shoes, etc....... - 40% 
Copper Plated. Milcor, galvanized........... Net 
Ppp seas keeews 70 & 5% 
ae OPENERS. PLANES. 
eon a peaeard per doz. $1 30 Stanley Iron Bench..........} vet 
Crate. 
V. & B.....per doz. $7 25-11 00 PLIERS. 
(V. & B.) 
Cream. PAILS. a ee eee $2 60 
14-qt. without gauge, 2a ae errr eT 64 
ee rt eee per doz. $9 50 “ 5 
18-qt. without gauge, G _ -; exon ee Osea rad 
ss ahieaca Dae ie per doz. 11 00 a8, No. 7, each........... 55 
20-qt, without gauge, ™ TUG, «|B cc ce ccess 61 
Oceana, per doz. 11 75 se ey I Se 87 
ap. 
10-at., IC Ti a , 0 Lining or Crimping. 
i cll sili ee te ne 64 
Stock. Button’s Pattern. 
Galv. qts. 14 18 20 a i Metres ébevecsane 61 
Per doz. $9 75 10 106 12 75 14 50 ee Seer S 74 
Water Double Duty, No. 106...... 50 


Galvanised qts. 10 12 14 
Per doz......$5 75 650 7 25 


Wood. 
Cable, 2-Hoop.. 


-Per doz. Nets 
Cable, 3- -Hoops.. Nets 
Cable, 3-Hoops, brass “ Nets 
PANS. 
Pe cacesddpaesedabauees Net 
Fry. 
ED edenswonsseddaceed Nets 
PE denwegdtaesaueneeuees ” 
Roasting. 
Paxton, 

Ok. eeess 1 2 3 4 
ee SL. ékecneeadcuvcedaana Nets 
PAPER. 

Roofing Per Square 
Best grade, state surf. prepd. + 85 
Best tale surfaced......... 2 25 
Medium tale surfaced..... 1 60 
Light tale surfaced........ 0 90 
Red Rosin Sheathing, per ton 65 00 
PICKS. 
PY  ws<i-see a0 euteene 
EOIN of éveseceesecese 50 & a e4 


POINTS, GLAZIERS. 
No. 1, 2 and 3...per doz. pkgs. 65c 


POKERS, STOVE. 


Wr’t Steel, str’t or bent, 
SRR 0060605060568 per doz. 
Nickel Plated, coilhanl’s “ 110 


PULLEYS. 
Awaleg—Tap’a ..ccccccscess 10% 
PC Ce. occ 6 enn x eceded 10% 
Hay Fork. 

Iron Wheel, 5-in..per doz. $2 50 
Wood Wheel, 6-in. 65 
Wood Wheel, 6-in. 

pass knot ..... - 3 00 

Sash. 

CD. no ais 5 0:65:00. 0am Net 
Common-Sense, 2-in ..... --Net 
Empire Pattern, 2-in...... Net 
Dn aura gencunnekhene dean Net 
GOOGE  scveevecsescs seeeeeeeNet 


AND HARDWARE RECORD 


PUMPS. 
Spray. 
Midget Junior....per doz. $3 75 
New Misty ...... ” 6 06 
oo ee - 6 50 
PUNCHES. 
sayyhine. Each 
B., No. 11-138, %x6...$ 19 
Ms ; B.. We. OG Wes. csc. 27 
Vv. & B, Me. 6 Buie..... 29 
Vv. @ BD. Mae. 266; Vas..... 12 
Center. 
V. & B., No. 50, %x4...... 14 
Belt. 
V. & Bis. Be. BORIS. 6.200. 24 
V. @&@ Bi. BR. BES-BSS. 2ccccs 33 
V. &.B.. Ne. 36; aast..... 3 80 
Parker Metal Punch No. 
a. scneteaee una ne each $7 00 
Parker Extra Punch. 30 
Parker Extra Die..... 40 


Whitney’s Ball Bearing.. 
Prices on application 


PARERS. 
Aagte 
Codella ...ce. per doz. $10 80 
Turntable ...... = 11 40 
White Mountain - 8 40 
Reading No. 78 Ko 11 40 
PUTTY. 
Commercial Putty, 100-lb. 
DE aie deaseueed neh eke wee $3 60 
RAKES 
Garden. Per doz. 
Steel, Bow, 12-inch Teeth $8 50 
Steel, Bow, 14-inch 25 
Malleable Iron, 12-in. “ : 75 
Malleable Iron, 14 in. “ 5 00 
Hay. 
Wood, 10 Teeth.......... $4 00 
Lawn. 

0 rer per doz. 5 50 
RAZORS—SAFETY. 
,. ccnwtaenen per doz. $45 00 
Auto Strop ....... 45 00 
Eee eee 8 40 
Gem (3 doz. lots). _ 8 00 
Ever Ready ...... - 8 40 
Ever heady (3 dz. lots)“ 8 00 
RAZORS STRAIGHT. 
RAZOR STROPS. 

Star (Hemming) ..cccccvecess 50% 
FLOOR REGISTERS AND 
BORDERS. 

Gast BOD « cacvcvcsveccccerses 15% 
Steel and Semi-Steel........ 30% 
DED og cosncadeseseresee 30% 


Adjustable Ceiling Ventilators 30% 
Register Fac ast and Steel 
Japanned, Bronzed and Plated, 


“Se! CS ereerres 30% 
Large Register Faces—Cast 
BEE. BS BGs « ceeecnsscet 50% 
Large Register Faces—Steel, 
SERES BH SEMES. nn ccccscccce % 
REGULATORS. 
(Parker Dial Damper with 
Bearings.) 

DTS “ccaiads@ebeagnestana $ 50 
reer re 5 50 
RIDGE ROLL. 

Galvanized. 
Perr rrr 70-25%, 
| ere 70-25-5% 
Sr 
Plain, crated - 756% 
Plain, bundled .......... 75-24% % 
RIVETS. 
Copper Belt .50% Discount 
Coppered Iron ............§ 0% 
ee. oe 50% 
ee eee re per lb. $0 17 
Slotted Clinch per doz. 60 @ 1 10 
Tubular. 
Nos. 1 and 2 assorted sizes, 
oe Oe WR. + chasenesan oz. 7T5e 
Nos. 1 and 2 assorted sizes, 
eae doz. 1 40 
ROPE. 
Cotton. 
%, 5-16 in. and Lew, + 
per Ib. .50c to 60c 
Sisal. 
a Gees. base ss%e to 15%e 
a See rea le to14%e 
Manila. 
1st Quality centers 
err 16%c to 18%c 
ee eer 15%c to 16%ec 
Hardware Grade, per Ib. 15%c 
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SAWS. 
witrins “30 2, 14-1 
Atkins o. ~ ee 12 
- No. 2, 18-in...... “rs Hh 
nee . Ss | ae 15 85 
- No. 2, 22-in...... 15 92 
st No. 7, 20-in...... 18 05 
2 No. 7, 34-im...... 20 20 
S No. 7, 28-in.. 22 35 
Compass. 
Atkins =. S, 20-in......8 5 
No. 10, 10-in...... 5 66 
= Blades, No. 2, 10-in. 3 25 
ot “* No. 2, 10-in. 3 36 
Cross-Cut. 
Atkins No. 221, 4-ft...... 3 03 
sia Se SC eee 
” Bem Bee, BE... 0. 6 07 
Flooring, Hand. 
Atkins No. 96, 16-in...... 20 45 
No. 96, 20-in...... 21 76 
Hand and Rip. 
Atkins No. 54, 20-in...... 19 50 
oe No. 64, 26-in...... 24 40 
“ No. 53, 16-in...... 18 10 
—  — 2. See 22 90 
- No. 58, 24-in...... 26 60 
= No. 53, 28-in.. 31 45 
= No. 53, 30-in...... 34 15 
Keyhole. 
Atkins No. 1, complete... 3 10 


No. 2, complete... 3 70 
Miter Box. 





Atkins No. 1, 4x20...... 32 65 
- BUG, By Bilbo sccce 38 00 
” Wee. 2, GRBs caves 42 20 
Pruning. 
Atkins No. 26, 12-in.... 8 45 
- No. 10, 16-in.... 18 16 
Wood. 
Attime Me. BOB... cece 7 19 
- I, RS iw ws cat 8 75 
“a BOO, BEScccecceses 15 50 
- = 16 56 
SCOOPS. 
Hubbard Western Pattern Riveted. 
Size A B Cc D 
1 $16 75 1600 15 25 14 45 
a 17 85 1710 16 35 15 60 
6 18 65 17 85 1710 16 36 
SCRAPERS. 
Box. 
No. 6, six blades, each.... 25c 
Hog. 
a Mi Ci, cccaneanceeien 25¢ 
Floor (Stearns). 
ee Oe ee $11 60 
SCREEN DOOR HINGES. 
Cast WOR cacideesses gross $13 00 
BE cecncctéusees > 9 50 
SCREWS. 
GS cnkcccvan Standard List 45% 
Lag or Coach—all sizes, 
gimlet pointed ......... 40-10% 
Wood. 
PF, B. Bright... .6.dcceuse 
MR, Te, MeOOBe ccccccccsd 
F. H. Jap’d 
We Te BORBc cc csc cccee 
a eee 
Sheet Metal. 
No 7, %x%, per gross. os 
No. 10, %x3/16, per gross. 75 
No 14, %x%, per gross. 90 
SCREW DRIVERS. 
Uncle Sam Standard Head. 
3 inches, each. ........+- $ 46 
& inches, each..........+: 52 
8 inches, each........ws:-. 68 
12 inches, each..........-- 1 02 
Uncle Sam Insulated Head 
3 inches, each,.........:: $ 49 
6 inches, each..........-+-. 57 
8 inches, each...........-- 76 
12 inches, each...........-- 1 14 
SETS. 
vee. 
& B. 
No. 100, in cardboard 
OEE onseesncaxens doz. $1 55 
No. 100, in wooden boxes, 
owihiet tatuaeeses doz. 1 58 
No. 30, assorted,....doz. 39 
No. 5, in cardboard boxes, 
etennmieecatmaenmkh doz. 1 25 
No. 5, in wooden boxes, 
Sevecesaseceenesve doz. 1 30 
Rivet. 
Vv. & B. 
TERT Ore $0 19 
~ 0.  ™ errerr 0 40 
= | eee 0 60 
Saw. 
Atkins No. 10....per doz. $3 80 
- a ie ake ” 6 20 
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New “Master” Line 
Kerosene-Burning 
Plumbers’ Furnace 


Has onlytwoopeningsinthetank. 
Has Safety Valveand Air Release. 


Double Jet without coil insure 
hotter, quicker flame than you 
get on any other furnace. 


Send for Bulletin 


Ys rae 


Oak Street 














Can You Conscientiously 
Recommend Ordinary Solder— 


SAUVUUCCUOUCSERUUUUCEEEOOUOCCGUOERASUOOEEEECEUUUCOEREEEOOOOOCEEEOUOEEEREO OE EEE: 
Improved Models of Soldering Furnaces 


Have you seen the improved 
models? The greatest line of 
Soldering Furnaces today on the 
market. They should be. There 
is more experience behind them. 
Forty-eight years of it! The 
Gems were popular before the 
majority or present day furnaces 
were heard of. It is the oldest, 
the recognized standard Solder- 
ing Furnace today. 








NS : . 
Sito the novice who knows little or nothing 


figly you can say, here is Kester Acid 
Wire Solder —it requires only heat. 





walks out, either he or she will be perfectly 
tisfied with the results of Kester Solder. 


a In this way you have made not only a 

=x. quick, profitable sale, but you have built 
! something far more valuable — confidence, 
in you and your recommendations. 





Look these mode's over. Each 
eads its class. anne GED ap ane 
take your choice 


Do you want a Catalog? 


BURGESS SOLDERING 
FURNACE Co. 


Department a 
= moment No.3 Gemwith pump. COLEMEEE, CHS 
PTT 







4 





The experienced mechanic, too, is a re- 
peat buyer of Kester Solder, because he has 
lready found that the self-fluxing feature 
of Kester saves him hours of valuable time 


a 





Something Worth While and permits cleaner and ‘more substantial 
Our No. 61 Coil Fire Pot is the best with less effort. 
and most ReliableCoil FirePotmade. A growing demand for Kester Acid Core 


Tank is made of heavy gauge, 
less drawn steel, tinned apna and Wire Solder is being constantly stimulated 


_ 4 asks fitted = ey ae by our intensive advertising, and live dealers 
a. ° on oe eae f verywhere are stocking this fast - moving 
one of these fire pots. tem and enjoying a splendid return on 
Jobber supply at factory prices. ‘their time and money. 
d for free catalog. 


ASHTON MFG. COMPANY 


No. 61 Red-Hot Fire Pot Newark, N. J..‘U. S. A. 


CUT COSTS 
PULL PROFITS 


2 
The No. 1 Double Needle Fire Pot will save é 
you time and fuel expense which adds to 
your profits. Over 300 degrees more heat is 
produced, quickly heating a pair of 12 Ib. 
* coppers and melting a pot of metal. It 
is up-to-date in construction, strong and 










































durable. Either gasoline or kerosene can / \ ' 
Rotate Uppss Naccie Sonne the olde, omer Se IDA nT 
ov" No.1 ing enlarged gas orifice, the cause. of \ Y 
lame TTY, Burners being ruined. jobbers sup- CHICAGO SOLDER A.A. H.&R 
CLAYTON & LAMBERT MFG. CO. — , ae 
A ee Dlaeual 10635 Knodell Ave, DETROIT, MICH., U S A. Wagpesteoeaage nue Solder. no charges. postage 
prepaid. 
PATTERNS—CHARTS a 
Elbow Patterns, Patterns for complete line of Tinware, Sky- 
light Patterns and Block Letter and Figuring Patterns, Furnace Supply House 


Boot, Ventilator, Register Box, Liquid Measure and other Pat- 
terns, all listed and described in our 10-page book catalog. 
Write for Your Copy Today 
RICAN ARTISAN AND HARDWARE ee 
620 South Michigee moons hicago, Il. ne 
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SHEARS. 
Per Doz. 
Nickel Plated, Straight, 6” $12 90 
“ “ “ q" 14 &5 
ir) oe i gs” 16 80 
Japanned, Straight 4" 3 @ 
™ - ce 2a 
- " .8” 13 80 
SHEAVES, SLIDING DOOR. 
Common. 
Inches ....-.: 5 
Per Get wcvcce $1 40 175 2 46 
Hatfield’s. ‘ 


Per set $1 80 210 2 75 25 


SHINGLES. 


Per Square 
$15 


Zine (Illinois) 00 


SHOES. 
Milcor. 


Galv. Std. gauge, Plain or 
corg. round fiat crimp...65@ 
26 gauge round flat crimp. .45% 
24 gauge round flat crimp. .15@ 
Square Corrugated. 

Standard gauge ......... 50% 
2? Pn tocpeeeeeuees vege 35% 
SEE ie dike nein ke ae ds eee 60@ 
SHOVELS AND SPADES. 

Coal. 
Hubbard’s. 
No. A b a Cc D 
1 $16 00 1510 14 45 18 70 
2 16 35 15 60 14 85 14 10 
3 16 75 1600 16 25 14 45 
4 17 10 16 35 16 60 14 85 
Post Drains & Ditching. 
Hubbard’s. 
Size A B Cc 
Be . sawaae 17 15 16 40 15 65 
16” 17 50 1675 16 00 
= ee 17 85 171 16 85 
Se eeetens 18 20 1745 16 70 
a tneeen 18 55 17 80 17 05 
Alaska Steel. 

PD 6 .caveees per doz. $3 50 
Long Handle ...... i 3 00 
SKATES. 

Roller. 
Ball Bearing—Boys’ ..... $1 50 
Ball Bearing—Girls’ ..... 1 60 
Tee. 
Key Clamp Rocker, Men’s 
Se Sr sn ccabecdenees 70 
Key Clamp Rocker, Men’s 
i Se éecnacenene 1 03 
Half Key Clamp Hockey, 
Women’s and Girls’. 0 96 
co HARNESS. 
Covered Spring ........ Add 30% 
Judd’s Pattern Add 33 1-6% to list 


SNATHS. 


Double Ring Bush..per doz. = 75 
Patent Loop, Bush. 00 












Patent Loop, Grass. - % 75 
SNIPS, TINNERS’. 
SE vwacdacumenee 40&10% 
EE 4.06 vewew s00 er 40&10% 
ES Saabs sow dbaene.c a macaw aw oe 50% 
DEE ‘“eatwsasauasieneoneicwe Net 
SPRINGS, DOOR. 

Perfect. 

Nos. 2 3 5 6 7 

Per doz. "45e 50c BSc 65c 80c 90c 
Reliance. 

Light Medium Heavy 

Per doz...$1 80 2 40 3 75 
c.g Sere per doz. 1 65 

SQUARES. 
ee OD I, nd cccmeancciee Net 
(Add for bluing. $3.00 per doz. net) 
SS - Sahat ONE bao Sdeatee aaeadie 
Try and Bevel.............. ee 
Try ane ess ig 
SPST rT per doz. $6 00 
Winterbottom’ PP wetecactaan 10% 
STAPLES. 
Blind. 

0 reer per lb. 21@22c 
Butter, Tub....... ss 16@19c 
Fence— 

PO. nc sees pee 100 lbs. $6 45 

Galvanized .. 15 
Netting. 

Galvanized ...per100 lbs. 6 54 
Wrought. 

Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 
Staples, and Hooks and 
DR saccacseveepes 50&10% 

IE ila as Sac awe Oie.e 5 








STONES. 


xe. 

Hindostan .--per Ib. 
More Grit .... “ 
Washita ....... 7 


Emery. 
No. 136....<. per doz. 


Oil—Mounted. 
Aqname Hard 
Gs Tscenes 
Arkansas Sort 
Washita No. 717 “ 7 


Oil—Unmounted. 
Arkansas Hard per Ib. 
Arkansas a 
Lily White. = = 
Queer Creek. - 
WEES. oscce - 


Scythe. 

Black Diamond per gro. 
Crescent. 
Green Mountain 
LaMolle 
— Quinne- 


A 


New 


per doz. New 
rn 


New Nets 


New N 
te 
“ “ 


STOPS, BENCH. 


No. = Morrill pat- 


COE cn svcenseces per doz. $11 00 
~ i Stearns pat- 

a FRE TEE = 10 00 

No. “iB Smith pattern “ 7 00 


STOPPERS, FLUE. 


CE a ckeaend oe doz. $1 10 
Gem, flat, No. 3.. 00 
Gem, We. Beecccese nid i 10 
STRETCHERS. 
Carpet. 
DONE SD cccccces per doz. $3 90 
MEBOOMMOP 2. cccccce 7 5 25 
Malleable Iron mag 70 
Perfection ....... sa 6 30 
MRS ccece seeeoee oa 4 50 
Wire. 
O. S. Elwood, No. 1 por doz. Nets 
oO. S. Elwood, No. 
SWIVELS. 

Malleable Iron ..... per lb. $0 10 
Wrought Steel .....pergro. 4 50 
TACKS. 

a A ean 6-oz. 25-lb. boxes 
i Wdikeacewes chet eceeete 15c 
euietinecees 6-oz., 25-lb 
2 er 15%e 
TAPES, MEASURING. 
Ramet GR 2sccccssecs List&40% 
THERMOMETERS. 
Tin Case ...-. ou doz. 80c&$ 1 25 
Wood Back.. $2 00& 12 00 
GREE ccisewess 12 00 
TIES. 
Bale. 
a 5 Loop, carload 
ec bisiiineeauaae bein id 75&7% 
ou Loop, less than 
CE TOD sebieescesas 70&15% 
TRAPS. 
Mouse and Rat. Per gross 


Sure Catch Mouse Traps..$ : 10 
Vim Mouse Traps........ 10 
Short Stop Mouse Traps. : 80 
Wood Choker Mouse 
SVGOR, 6 BSc cccccccss 360 
Per doz. 
Sure Catch Rat Traps....$0 90 
Dead Easy Rat Traps.... 80 
Packed in One Bushel Band Stave 


Baskets. 
List per bushel 


Sure Catch Mouse Traps 
(360 Traps) .ccccccces 25 
Short Stop Mouse eee 
(360 Traps) .. 4 50 
Sure Catch Rat Traps" (54 
OO” area 3 60 
Short PStop Rat Traps - 
ae coos BSS 
Assorted Mouse and Rat Traps. 


List per bushel 
Sure Catch (216 Mo 
Traps and 26 Rat Traps) $4 90 


Short Stop (216 Mouse 
Traps and 26 Rat Traps) 4 25 
TROWELS. 
Cement. 
BS BOO. Bios is cs sics 19 50 
” SS 25 50 
TWINE. 
White Cotton. 
Eureka, 4-ply ...... per lb. 30c 
Jute. 


3-ply and 6-ply Bale Lots 22%c 


The dash (—) 


tisement does 
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Abbott Mig. COs... cccccccees — Kirk-Latty Mfg. Co.......... 9 
American Brass Co........... SG Merwe GA scadvindatenawcecccy an 
American Furnace Co........— Lalance & Grosjean Mfg. Co.. — 
American Rolling Mill Co. Lamnedh Ca, W. Bice cccicccs aid 
tote esse ewes sean es Front beet «| Lennox Furnace Co........... <u 
American Steel & Wire Co.... 5 “pone ie “ae 45 
American Stove Co..........-. — Lupton’s Sons, David........ oe 
ee I peice eae es ae se 35 ny = oeemeestanes+*<h — 
Malleable Iron Range Co...... — 
Dae Se, Ginn dwerccccecs 41 Manny Heating Supply Co..... — 
Berger Bros. Co.............-. 39 Maplewood ey eg. 37 
. 2) — Marshalltown ae Gikanseaas — 
Weres CO, GSO. cscccseeseces lies Maes, Ge isis... = 
Bertsch & Co.........ss+2+-5- 39° Meyer & Bro. Co., F......... ie 
Black Silk Stove Polish Co.... — Meyer Furnace Co.. ‘aos ae 
Bradley Polytechnic Institute. —- Meyers Mfg. Co., Fred - Saipeier — 
Bullard & Gormley Co 45 Michigan Stove Co., The. — 
Burgess Soldering Furnace Co. 41 Milwaukee Corr. Co.. Back Cover 
Burton Co., ce! Me See 4s eae 37 Monroe Fdy. & Furnace Co... 6 
See: Ge Cs cccccccsicecees — Mt. Vernon Furnace & Mfg. 
Chicago Solder Co............ 41 Ck wes hha eeseteentas ce xs a 
Clark & Coa., Gee. Mac ccocsess — New Jersey Zinc Co., The 2 
Clark-Smith Hardware Co.... 37 Novelty Advertising ie. 4 
Clayton & Lambert Mfg. Co.. 41 Osborn Co., The J. M. & i 51 
Cleveland Castings Pattern Co. 9 Parker Supply Becscccessecen 39 
Coes WORE COiccrcccccccccs — Peck, i i a i Oi hilt al EA 49 
Copper and Brass Research Premier Warm Air Heater Co. — 
DOE  xectacttchaves 0< — Quick Mea! Stove Co......... _ 
Copper Clad Malleable Range Quincy Pattern Co............ 9 
> Sr errr rere — Rock Island Register Co...... — 
Cornish & Co., J. B........... eee 50 
Cortright Metal =. 2ERE Co. 35  Scheible-Moncrief Heater Co.. — 
Curfman Mfg. Co., F. L....... — Schwab & Sons Co., 4 
Dieckmann Co., Ferdinand. 33 Shaw & Sons Co., The Geo. E. * 
Diener Mfg. Co., Geo. W....... — Special Chemicals Co......... — 
Double Blast Mfg. Co........ — Standard Fdy. & Mfg. Co.... 9 
Dreis & Krump Mfg. Co....... 39 Standard Furn. & Supply Co.. — 
Dunning Heating Supply Co... — Standard_Ventilator Co....... 35 
Ewert & Kutschied Mfg. Co.. 39 Stearns Register Co.......... 5 
Pee De, GE Ce ccceceveee am BE. Eee WO Bick cccesscs — 
Farquhar Furnace Co........ — St. Louis Heating Co......... 4 
Deets Permece Ce....cccesess — Sullivan-Gieger Co. 49 
Pederal Varnish Co......-.... aw Mpteem Ch, TeGacecccocecccces 35 
Forest City Fdy. & Mfg. Co... — Turner Brass Works.......... 41 
SE NR co eacecceteis — Tuttle & Bailey Mfg. Co...... 7 
Friedley-Voshart Co. ......... 37 gc TRORSSP Chi cc cccccccvses 5 
CRT Se SO Oe - Vaughan & Bushnell Mfg. Co. 61 
Gerock Bros. Mfg. Co......... — Vedder Pattern Works....... 9 
Gohmann Bros. & Kahler ome «=| WUE BORE Gi. cccecccepesae 39 
Hall-Neal Furnace Co........ — ~ Sf —“ Seeguegeeeet: 37 
Hardware Specialty Co.... — Walworth Run Fdy. Co. 6 
Harrington & King P’f'g Co.. 35 Waterloo Register Co......... — 
Benet & Oeeley OG... c..c6ccdicer. © Wegener BEES. - OOis .ccceseces 49 
Haynes-Langenberg Mfg. Co 3 Whitney Mfg. Co., W. A...... 39 
REE DO, Tic cccecceeseess 51 Whitney Metal Tool Co........ 39 
7S = ene 50 Wise Furnace isc ccccosees 4 
Henry Furnace & Fdy. Co.. T Barcode MEG. CO... ccccecececses 
ge eee 37 Zideck Auto Radiator School. 50 
? CU in cewenaseaes 5 
le Ee 9 
memes, BOO., CHER Arce ccccccs _- * 
Hoosier Stove Co adie Please mention 
Hussey & Co., C. bis ate vecen ae : 
Hyfield Mfg. Co............... 45 AMERICAN ARTISAN 
EE eee 37 —_— 
Independent Stove Co......... — MarpwWare REcorp 
i" s "|. eae 35 2 i rerti 
ee ween eters se when writing to advertisers 
VALLEY. WHEELS. 
Formed Valley Galvanized Carborundum ........... ..- 50% 
DEE wan e00dSeennsees can oo, J reer - 60% 
SEEN ona Rs: Well, Ins a io 12 
Galv. formed or roll........ 60% Per doz $5 50 725 8 50 
12-in. heavy hoisting, 
VISES. per Gos. ....cccccccere $25 00 
No. 700, Hand, 
Inches .... 4% 5 5% s WIRE. 
Doz. ......$11 15 13 00 14 85 Plain annealed -wire, No. 8 
No. = In. 4 5 6 BOP 200. Bic cscccoveccsss $3 2 
rere $11 15 13 00 1679 Galvanized barb wire, per 100 
No. L "Genuine Wentworth, a 000660000066080"0604% 410 
Noiseless Saw....perdoz. 9 25 Wire cloth — black putes, 
No. 3, Genuine Wentworth, 12-mesh, per 100 sq. ft... 90 
Noiseless Saw....perdoz. 12 75 Cattle Wire—galvanized 
No. 500, All Steel Folding eee eat spool, per 0 
SOW .ccess «eee per doz. 16 00 _ 100 IDS. 2... ee eneeenceees 
P a8 00 Se Hog wire, 80 rod m 
’ spool, per spool.......... 5 
WASHERS. Galvanized plain wire, No. 3, 
Cast. per 100 Ibs 70 
Over % in. barrel lots, jj. «-—«X@”POF_—« BOW HAS... 2 o-oo eee 
per Brcccccceseves 6 25 
Iron and Steel. . WOOD FACES. 
In. 5/16 5% % 5% % 50% off list. 
10%c 9%ce T%c T%e 7 2/5e 
WRENCHES. 
WEATHER STRIPS. Coes Steel Handle, 6-in......60% 
Metallic Stitched. ~~ = 7 8-in...... +++ 4 
% inm., per 100 ft......... a. = of oo BBR e oo ees % 
% in. per 100 ft....: 2 20 18-tm....+- 60% 
Wood & Felt. Coes Knife-Handle, :- OM. ccces 60% 
bi ., DOF 200 f.. 20000. 1 56 os a a 13 —_ sae +44 
7 Wh, BOP BOO Becccessee 4 *. wie ™ “ 10... .. 60% 
oes atternS......c..0-: ‘0 
7 WEDGES. doz. Nets Knife Handle Pattern. 
Gailing . per Ib. Nets No. “ Screw Wrench, List se 
Re pilin ie. . plu ian cbREEECORe Se e.00 " 
Me Steqbuens ceeeees perlb. 8%c No. 60, Steel Handle. ... ..30% 
Hitching WEIGHTS. WRINGERS. 
Sask f ae 1%. yy -per lb. Nets No. 796, Guarantee, per doz. +4 
No. , Bicycle ... 1s 
Smaller lots, per ton.... 50 00 No. 670, Domestic “- 43 50 
No. 110, Brighton = 39 00 
WHEEL BARROWS. No. 750, Guarantee. at 51 00 
Common Wood Tray........$3 00 No. 740, Bicycle ... = 48 50 
MOOG) BIOT ccccccccccecscces 4 8 Ne. 38, Peemeer ... pe 35 50 
Angle leg, garden..... dance 5 75 No. 2, Superb ” 25 50 














